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We Cross the 
Threshold — 


We Cross the Threshold! 


This is an exclamation in which more 
than one hundred thousand policyholders, 
the entire Field and the Home Office 
Staff of the Ohio National join. 


This “Threshold” is the entrance to the 
Ohio National New Home, illustrated on 
this page. 


“Crossing the Threshold” means more 
than the entrance to a new building. 


For the one hundred thousand Ohio Na- 
tional policyholders it means better facili- 
ties, quicker and improved service. For 
the Ohio National Field Staff it means 
improvement and enlargement in the 
helps that increase production. For the 
Ohio National Home Office Staff it in- 
creases their ability to serve both the policyholders and the Field 
Staff. For the entire Ohio National Family, which includes 
policyholders, Field Staff and Home Office Staff, the building 
typifies the great strength and solidity of the institution of life 
insurance. 


The New Home Office is a monument to the growth, develop- 
ment, character and strength of the Ohio National, made possi- 
ble through an appreciative group of pclicyholders and a loyal 
Field Staff, all cooperating under trained leadership. 


As we cross the threshold into the New Home Office we think, 
not alone of the Home Office Staff who will report daily, but we 
visualize that great army of more than one hundred thousand 
policyholders and Field Staff passing to and fro over the thres- 
hold. But, the Ohio National Home Office is not just a build- 
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Entrance of New Home Office Building 


ing owned and controlled by the Company, but is rather a monu- 
ment to the loyalty and faith of the great Ohio National Family. 


If you are a successful life insurance salesman looking for a 
promotion or are in some other line of business and have come 
to the place where you desire to follow a calling and profession 
more profitable and more permanent, we invite you to “Cross 
the Threshold” of the Ohio National Life. 

There are excellent opportunities in twenty-six states for men 
trained in the life insurance business and also for men who are 
entering the business. A complete training course and sales 
helps will make you successful. 

There is a vacancy for a General Agent in Denver, Colorado; 
Peoria, Illinois; Rockford, Illinois; Ft. Wayne, Indiana; and 
Indianapolis, Indiana. 


For a General Agent’s contract, write to John H. Evans, Vice-President. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 
CINCINNATI, OHIO 


T. W. APPLEBY, President 




































SHOULD be a big year for Accident insurance. 
Incomes are being restored. The public is becom- 
ing able to buy again. 

If there is one lesson which the public has 
learned in the past five years, it is to make sure of 
its income and avoid debt. We have had a tremen- 
dous object lesson as to what it means to be 
without an income in this age when people are ab- 
solutely dependent on a dependable source of 
money in order to live. 


The Travelers Insurance Company 


HARTFORD, 





The Travelers Indemnity Company 


1934. 


And remember to remind your prospects that 
the man who loses his income as a result of being 
laid up by an accidental injury is much more un- 
fortunate than the man who loses his job. The 
unemployed man can step out and look for an- 
other. The injured man must be helpless in bed 
and just watch the bills pile up. He can’t hope to 
earn again until he has recovered, and that may 


take months or even years. 


THE TRAVELERS 


The Travelers Fire Insurance Company 


CONNECTICUT 
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Annuity Income a 
Stumbling Block 


Life Companies Are Still Trying 
to Reduce Number of 
Applications 


BIG INVESTMENT PROBLEM 


Hope to Cut Down Single Premium 
Cases and Encourage Real 
Life Insurance 


PHILADELPHIA, June 28.—Life 
companies throughout the eastern sec- 
tion that are writing annuity business 
are endeavoring through various means 
to check the inflow of applications of 
any sort which mean the undue piling 
up of money for investment. They are 
trying in various ways to discourage it. 
Companies find that in addition to an- 
nuities, many are leaving their proceeds 
in order to get the guaranteed rate of 
interest. Others are paying premiums 
in advance and taking the discount. 
Many are purchasing insurance on the 
single premium plan. All retirement 
policies are popular. 


Seek Straight Life Insurance 


Companies are obliged to study the 
possible effect of the demands on them 
for cash coming at one time. Therefore 
they are watching the signs in the stars 
and are endeavoring to swing their 
agents to straight life insurance. Some 
companies find that of the funds avail- 
able for investment since the first of 
the year a third of the amount has come 
in the way of annuity premiums or kin- 
dred forms where a considerable imme- 
diate investment is involved. In hun- 
dreds of cases undoubtedly people have 
lost faith in the investment advice of 
their banker or financial broker and 
therefore have unloaded their money on 
life companies, feeling that they are the 
last line of defense and are as safe as 
any human institution for investment 
purposes. They rely on the composite 
experience and judgment of life officials 
rather than depend on their own conclu- 
sions or the counsel of those in financial 
circles. The result has been a continu- 
ous accumulation of funds at life com- 
pany headquarters for investment. 


Big Investment Problem 


The big problem before the companies 
these days is to secure safe investments 
at a rate of interest that will more than 
meet the legal requirements. As a mat- 
ter of fact, companies are putting their 
money into government securities which 
yield from 1 to 3 percent. Were it not 
for the savings on mortality which gives 
the company a splendid margin, the ac- 
tual profit of the year would be sadly 
diminished. So far the average yield of 
interest from investments is above the 
legal rate because of the assets that have 

(CONTINUED ON PAGE 10) 








Commissions Are Studied 


Agents’ Income Declines in Approximately 


Same Proportion as 


Volume of Business 





NEW YORK, June 28.—While it 
might be supposed, because of the vol- 
ume of low premium insurance written 
during the depression, that agents’ first- 
year commissions would have declined 
to a greater extent than did new busi- 
ness paid for during that period, the 
percentage decreases are not very far 
apart, first-year commissions on _ life 
business having dropped roughly 10 per- 
cent faster from 1929 to 1933 than did 
new business. However, when first-year 
annuity commissions are taken into con- 
sideration, the percentage decline is al- 
most identical, 45.5 percent for commis- 
sions against 46 percent for new busi- 
ness. The drop in total commissions, 
life and annuity, new and renewal, was 
about 32.5 percent for the same period. 


Tabulation Shows Experience 
of Carriers Licensed in New York 


_ These figures are based on the non- 
industrial business of companies licensed 
to do business in New York state. The 
appended tabulation shows the actual 
figures for the five years. Correspond- 
ing figures for the same companies, ex- 
clusive of the Metropolitan and Pruden- 
tial, are also shown, to exclude the pos- 
sibility that the figures of these two 
very large companies might give an 
average that would not apply to other 
companies. 

Exclusive of these two companies the 
1933 figures show a greater percentage 
decline as against 1929, but a closer cor- 
relation between first-year life commis- 
sions and new business, the commissions 
have dropped a shade less than 4 percent 
faster than the new business. With first- 
year annuity commissions included, total 
first-year commissions declined about 10 
percent less from 1929 to 1933 than did 
new business. 


Factors Indicating Decline 
Quite Generally Offset 


The factors which might be expected 
to contribute toward a declining ratio 
of first-year commissions to paid-for 
business were numerous during the de- 
pression but were apparently pretty well 
offset by the large volume of invest- 
ment-type contracts, such as single-pre- 
mium policies, short-term endowments, 
high-premium insurance with retirement 
features, and the like. This flight of 
capital from other channels of invest- 
ment into life insurance held up strongly 
during 1933, spurred by the financial un- 
easiness in the early part of the year. 

The 45 percent drop in first-year com- 
missions paid in 1933, as compared with 
1929, indicates the problem of existence 





that faces the new man or the agent who 
has not built up much of a renewal 
account and is largeely dependent on 
his first-year commissions. There has, 
of course, been a marked turn for the 
better this year, most companies report- 
ing excellent increases in new business 
for the year to date. However, it is 
stated that the increase in paid business 
has not been accompanied by a corre- 
spondingly large increase in commis- 
sions to agents. 


Congress Adopts New Code 
for District of Columbia 


Insurance Superintendent John A. 
Marshall of the District of Columbia is 
being congratulated on the fact that Con- 
gress passed the bill inaugurating the 
new life insurance code for the district. 
The code also covers accident and health 
insurance. Senator King of Utah was 
one of the chief sponsors of the bill. 
However, it carried no provision for ap- 
propriation so Superintendent Marshall 
appeared before the district commission- 
ers this week asking for an additional 
appropriation of $10,000 to carry out the 
new duties imposed. 


More Authority for Department 





The new law gives authority to the 
department to pass on all policies writ- 
ten by life, accident and health compa- 
nies. It provides that the department 
now shall value life policies of District 
companies. One of the main provisions 
gives the department authority to ex- 
amine applicants for licenses to act as 
agents and brokers. Superintendent 
Marshall states that this examination 
will be in written form. The bill also 
makes the superintendent the official re- 
ceiver for failed companies. Superin- 
tendent Marshall states that he will be- 
gin about Sept. 1, starting examinations 
for agents and brokers although the new 
licenses will not go into effect until May 
1 of next year. However, he wants to 
get some of the work out of the way. 
Inasmuch as there is considerable more 
work thrown on the department, Super- 
intendent Marshall is asking for the ad- 
ditional appropriation to provide an ac- 
tuary for the department and another 
examiner. 

The superintendent’s office has been 
moved from the Municipal. or District 
building to the old Ford building on 
Pennsylvania avenue. Eventually the 
District government buildings will be in 
that locality. 





Field Force Puts 
on Sales Playlets 


Connecticut General Agents in 


Convention Dramatize 
Effective Methods 


MEET AT LAKE PLACID 


Value of Time Control, Prospecting and 
Planned Selling Is Graphically 
Presented 


By R. B. MITCHELL 


LAKE PLACID, N. Y., June 28.— 
The value of time control, prospecting 
and planned selling was effectively 
driven home by a series of staged agency 
meetings and dramatic sketches at the 
triennial convention of the Connecticut 
General Life here this week. Each play- 
let visually interpreted the principle dealt 
with in the “agency meeting” which pre- 
ceded it. The result was a program 
which was able to focus its power and 
yet hold constant attention by the vari- 
ety with which a theme was presented. 

The meeting was planned and almost 
entirely put on by the field, the only 
home office speakers being President R. 
W. Huntington and F. B. Wilde, vice- 
president in charge of agencies. Com- 
missioner Dunham of Connecticut spoke 
at the Wednesday session. 

Take Up Prospecting 


Methods of prospecting were discussed 
by members of the Gridley agency at a 
facsimile agency meeting staged at the 
opening session. T. D. Hayes pointed 
out the importance of a good appearance 
and enthusiastic frame of mind, saying 
that the place where the agent must do 
most of his work is within his own mind, 
and that “no one who was gloomy, tired 
and untidy ever sold anybody anything 
important.” ; : 
Baker, discussing the endiess 
chain, said it is worth while to “just stick 
around with a man until he introduces 
you to others,” citing valuable business 
he had obtained through this method. 
D. H. Oakes, calling attention to the 
value of the service approach, said he 
had obtained 70 percent of his first paid 
premiums as the result of service calls. 
He found that he could do a good vol- 

(CONTINUED ON PAGE 6) 








Five-Year Experience of Life Companies Licensed in New York 





Total com. (new and renewal, life and annuity) 
EXCLUSIVE OF METROPOLITAN AND PRUDENTIAL 


New business paid for...............6. 


First year commissions (life).......... 
First year commissions (annuity)...... 
Total first year commissions........... 
Total com. (new and renewal, life and annuity) 


EXCLUDING INDUSTRIAL BUSINESS 


Decrease from 


. 29 to 1933 
1929 1930 1931 _ 1932 : 1933 192: I 
10,317,992,861  9,844,733,185 8,461,850,821 6,740,632,000 5,582,614,000 = a 
19,208,503 115,961,736 7,907,102 74,952,622 58,340,611 fo 
2,253,965 2,552,999 4,879,484 5,531,272 8,030,260 “es 
121,462,468 118,514,735 102,786,586 80,483,894 66,370,871 gt 
202,090,247 201,394,963 184,890,000 157,072,823 136,472,000 32.5% 


seecses 7,127,666,527 6,626,961,102 5,211,039,540 4,119,626,000 3,232 998,000 54.7% 
evccece 86,928,435 83,313,028 65,125,312 50,331,125 37,628,934 56.7% 
eésevse 2,096,286 2,448,521 4,646,601 5,254,379 7,541,130 oe 
ecccces 89,124,721 85,761,549 69,771,913 55,585,504 45,170,064 49.4 Te 

155,743,760 153,338,483 136,561,000 116,852,000 100,334,000 35.6% 
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Analysis of Policy Forms Sold Raises Ratio 
of Permanent Contracts 


One of the troublesome tendencies 
which has faced general agents and 
managers in the depression period has 
been the inclination of many agents to 
take the line of least resistance and sell 
low cost policies. Many agents argue, 
and perhaps with some justice, that the 
public needs protection more than ever, 
but does not have income sufficient to 
buy the proper amount of permanent 
insurance. This selling of much term 
insurance has resulted in lower income 
for a great number of agents, and per- 
haps has forced many of them out of 
the business. 

The problem has been successfully 
met in a little over a year by R. S. Ed- 
wards, Chicago general agent of the 
Aetna Life, by means of a running 
analysis of the types of business of in- 
dividual agents and units, conferences 
with the men and unit managers to 
point out the danger of selling too much 
low cost insurance and how to correct 
it, and practical advice and help in sell- 
ing the permanent forms. 


Distribution Record 
as Shown in 1933 


Mr. Edwards took hold March 1, 1933. 
The agency’s production in that month 
was made up as follows: Family income, 
17 percent; ordinary life, 20 percent; 
modified life, 18 percent; term, 23 per- 
cent; limited pay, 8 percent; endow- 
ment, 14 percent. The average pro- 
duction by types of business for the 
remainder of that year was: Family 
income, 19 percent; ordinary life, 23 per- 
cent; modified life, 23 percent; term 
insurance, 18 percent; limited pay, 7 
percent; endowment, 10 percent. 

Thus while on the average family in- 
come, ordinary, limited pay and endow- 
ment represent the total of 59 percent 
of the production for the ten months, 
or the same percentage as in March, on 
the average, family income had gone 
up two points, ordinary three points, and 
in the closing months of the year there 
had been a striking increase in the per- 
centage of these forms to the whole. 


Month by Month 
Figures for Agency 


Month by month results for 1933 
were: 

Pot. Pct. Pet. Pct. Pet. Pct. 
Month FI. Ord. Mod. Term L. Pay End. 
Mar. 17 20 18 23 8 14 
Apr. 7 22 45 14 4 8 
May 14 31 14 21 9 11 
June 23 32 23 7 5 10 

uly 19 25 15 31 5 5 
Aug. 34 17 22 12 5 12 
Sept. 21 19 35 10 5 10 
Oct. . 33 17 16 14 10 10 
Nov 38 24 13 15 5 5 
Dec. 30 22 16 20 sf 5 

19 23 23 18 7 10 


The returns now show family income, 
ordinary, limited pay and endowment 
make up 70 percent of the agents’ total 
business. The monthly reports for 1934 
show these results: 


Pet. Pct. Pet. Pct Pot. Pet. 
Month FI. Ord. Mod. Term L. Pay End. 
Jan. 19 33 12 i beg 11 8 
Feb. 36 22- 7 12 6 17 
Mar. 25 23 12 18 8 14 
Apr. 28 15 25 10 11 11 
May 10 29 13 24 9 15 


Family income this year averaged 24 
percent, ord’nary 24 percent, modified 14 
percent, term 16 percent, limited pay 9 
percent and endowment 13 percent. 

Mr. Edwards, who formerly was gen- 
eral agent in New York City for the 
Aetna, made a fine record there simi- 
larly in increasing the proportion of 
permanent insurance sold by his agency, 
in his last year having built the agency 
to a production averaging: Family in- 
come, 47 percent; ordinary life, 17 per- 
cent; modified life, 14 percent; term, 14 
percent; limited pay, 3 percent; endow- 
ment, 14 percent. 


| efforts was the steady advance in the 
production of his New York City agency 
from $1,865,829 in 1928 to $2,084,090 in 
1929, $3,582,400 in 1930, $4,782,105 in 
1931 and $6,613,004 in 1932. Mr. Ed- 
wards secured 66 percent of his volume 
in New York from full time agents and 
34 percent from brokers, which in itself 
due to the unusually large proportion 
of brokers in that city is a demonstra- 
tion of the success of his methods of 
agency building. 


Details of Method 
Employed by Edwards 


Mr. Edwards as soon as he took hold 
in Chicago began to analyze the agents 
and the distribution of their business. 
He prepared a special form for the 
monthly averages. An individual report 
on the agents’ business showing distri- 
bution was given each man each month 
and likewise a more detailed report to 
unit managers, showing distribution of 
business as a whole in their units and 
by individual agents. 

An “ideal” quota of 80 applications 


per month from each unit was set, Mr. 
Edwards figuring that if this goal were 
reached he would have built the kind 
of agency he wanted. Unit managers’ 
reports indicate the proportion of quota 
written each month. The agents’ and 
unit managers’ reports also carry the 
totals for the year to date, and give 
average distribution. 

When Mr. Edwards found an agent 
with too large a proportion of low pre- 
mium business the man was called into 
the front office. His business was gone 
over, his prospects and sales methods. 
Before he left he was convinced that by 
pushing a little harder on each case he 
could sell permanent insurance. The 
stress never is laid upon high premiums, 
as Mr. Edwards feels to do so would 
leave the impression in many agents’ 
minds that the general agent is getting 
a little extra over-riding and is selfishly 
interested in making more commissions 
for himself. Instead definite plans for 
selling permanent insurance are out- 





lined, prospecting methods overhauled, 
prepared talks rehearsed, until the agent 





Massachusetts 








A definite product of Mr. Edwards’ 


Started at Bottom 


Mutual Head 


By Ralph E. Richman 





Fifty years ago last Saturday, W. H. 
Sargeant, president of the Massachusetts 
Mutual Life, stepped on the bottom rung 
of that company’s official ladder. That 
is, he was the recognized office boy. 
Since June 23, 1884, he has climbed up 
that ladder and for the past six years has 
been president. 

One feature, Mr. Sargeant says, stands 
out prominently in his mind about that 
June 23 morning in 1884. He had just 
come out of school and was very much 
disturbed and disappointed that he was 
missing his usual summer vacation in 
order to enter the business world. 


Recovering from 1873 Panie 


At that time, the country was just re- 
covering from the panic of 1873 which 
was in large measure a real estate panic. 
Mr. Sargeant recalls that the Massachu- 
setts Mutual at that time employed one 
man to manage its properties and collect 
its rents in Springfield. Finally the com- 
pany cleared itself of these real estate 
holdings by having an auction. In con- 
trast to 1873, the depression which began 
in 1929 found the Massachusetts Mutual 
without any important real estate mort- 
gage investments. 

Among the pleasant recollections of 
Mr. Sargeant are his acquaintances with 
many of the company presidents of the 
latter 19th century and the early 20th. 
Among his early acquaintances in the 
business was President W. L. Crocker 
of the John Hancock. When they first 
became acquainted, both were in rather 
obscure positions in their companies. 


Impetus Given to Life Insurance 


Probably the greatest single impetus 
to the sale of life insurance, according to 
Mr. Sargeant, came in the United States 
government insurance of $10,000 upon 
each soldier. But equally important, 
though not so spectacular and immedi- 
ate, was the emergence of the life insur- 
ance business itself from a state of un- 
regulated practices and competition, con- 
ducted in obscurity and secrecy, subject 
to many legitimate criticisms and subject 
to the suspicion of the people, to the 
present stage of universal state supervi- 
sion, open and above board plans of op- 
eration, represented by thousands of re- 
spected citizens of their communities, 
companies and agents enjoying the con- 








WILLIAM H. SARGEANT 


fidence of the people. Mr. Sargeant says 
the part which leading insurance publish- 
ers played in helping to bring about this 
change is not generally recognized. He 
mentioned particularly those periodicals 
which went after the facts about con- 
tracts and rates and published them 
broadcast to the world. Mr. Sargeant 
said the companies and agents did not 
appreciate at that time the ultimate value 
of this spreading of the facts. It was an 
important factor, he said, in bringing 
about improvement leading to the dis- 
tinctive position of life insurance today. 


One Big Paramount Job 


A life company, believes Mr. Sargeant, 
has just one big paramount job and that 
is to protect the funds of its clients and 
look out for their interests. He does not 
believe that a life company should enter 
fields which may prove expensive for the 
policyholders. Plans of doubtful out- 
come are not for life companies. 

The president of the Massachusetts 
Mutual is a beloved figure among the 


is able to go out on the street better 
equipped for the battle. 

Somewhat the same methods are em- 
ployed on brokerage business, which Mr. 
Edwards considers a necessary adjunct 





June 29 


Increa: 


by J 





PEOPL: 


Three 
press 


HAR’ 





of every agency. He decided upon the 
amount of brokerage that he could com- 
fortably absorb, then set quotas of bro- 
kerage business for the units. The busi- 
ness brought in by brokers is analyzed 
similarly as that for agents and reports 
on distribution go to the brokers. They 
also are given time for conference, if 
they desire it, in order to develop more 
permanent business. 


Agents and Brokers Are 
Usually Glad to Change 


Mr. Edwards has found that when the 
full facts are laid before his agents and 
brokers, most of them change over vol- 
untarily and push for the permanent 
forms. He does not require weekly re- 
port cards setting forth calls, interviews, 
sales, etc., as do many agencies, but the 
agents are required to go over their 
work with supervisors and tell what they 
have done in the week. 

The full time production of the Chi- 
cago agency in May, 1933, was 58 per- 
cent and brokerage 42 percent. In May, 
1934, full time production had risen to 
78 percent and brokerage 22 percent. 
This was the natural result of stimula- 
tion of the agency force and not a delib- 
erate attempt to reduce the proportion 
of brokerage. All the veteran agents 
under contract when Mr. Edwards took 
hold last year still are connected with 
the agency, which is a tribute to the 
agency-building ability of S. T. What- 
ley, agency vice-president of the Aetna 
oh who formerly directed the Chicago 
office. 


Product of Campaign Is 
Premium Record This Year 


It is significant that the Chicago 
agency stood second country-wide this 
year in volume of premiums for the first 
five months, with an average premium 
per $1,000 of $31. 

_ The monthly report sent to all agents 
is: 

Following is a report of your paid 
business through the month of May: 
Last, year—paid through 
This year—paid through 

Distribution 
through 

Pct. 
Total FI. 


Paid 
Percentage 
paid through........: 


Pct. Pct. Pct. Pet. Pet. Pet. 
FI. Ord. Mod. Term L. Pay End. 


Pct. Pct. Pct. Pet: Pet. 
Ord. Mod. Term L. Pay End. 


distribution of agency’s 


Last 
Year 
This 
wear... ae ite at woe 

Paid premiums, 1932. 1933, 1924: 
Month 1932 1933 1934 








host of home office employees and 








agents. They rejoiced greatly with him 
at his fiftieth anniversary celebration last 
week, not only in commemoration of his 
entry into service of the company and 
the sustained and faithful performance of 
duties ranging from office boy to presi- 
dent, but also because of his return to 
his desk after a few weeks of absence 
due to illness. Not only did the agents 
and the general agents vote at their re- 
cent convention to make a special 50 day 
effort for business, one day for each year 
of President Sargent’s connection with 
the company, but the entire agency force 
gave him a special salute last Saturday 
in the form of 1,352 applications for a to- 
tal amount of $5,674,773 of insurance, all 
prepaid. 
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Increased Confidence Seen 
by John Marshall Holcombe 





PEOPLE ARE LOOKING UPWARD 





Three Important Points Are Im- 
pressed on His Mind Involving 


Life Insurance Work 





HARTFORD, June 28.—A conviction 





that life insurance men in all parts of 
the United States and Canada are in- 
creasingly optimistic and confident of 
the future is brought by John Marshall 
Holcombe, Jr., manager of the Life In- 
surance Sales Research Bureau, who 
just returned from a six weeks’ trip to 
the Pacific Coast. Starting in eastern 
Canada and proceeding to Vancouver, 
thence down the coast to Los Angeles 
and back by way of Texas, Mr. Hol- 
combe covered a wide range of territory 
and had an opportunity to see con- 
ditions at first hand and to talk with 
leaders in many lines of business. 
During his trip Mr. Holcombe visited 
home offices of 20 life companies and 
spoke before managers’ associations in 
six cities. He also took part in the third 
of the Research Bureau’s 1934 managers’ 
schools which met in Santa Barbara, 
Cal. 
Three Important Points 


Summing up the trip, Mr. Holcombe 
said that three points especially im- 


pressed themselves upon him in his 
many contacts with life men. 
“In the first place,” he declared, “there 


is no doubt that agency planning is 
here to stay. The old days of ‘hit and 
miss’ have passed on and the men who 
are making successes of their jobs as 
agency builders and managers are those 
who are laying out some definite plans 
by which to operate. Secondly, the man- 
ager and general agent is finding that 
he has to be a business man as well as a 
sales manager. Third, the tremendous 
prestige which has come to life insur- 
ance because of its stability during the 
years of depression is making for in- 
creased sales all the time. 

“These three factors impressed them- 
selves on me at every hand. When I 
reached our school at Santa Barbara 
I found 44 men, representing companies 
which operate in all parts of the coun- 
try, most enthusiastic and eager to dis- 
cuss means of improving business 
methods and results. They all had 
caught the spirit of the times. They 
were making more and better plans for 
building up their agency operations.” 


Showed Good Spirit 


The drought was probably the most 
publicized phenomenon which he en- 
countered, Mr. Holcombe said. “At 
Regina I had an opportunity to see at 
first hand the effects of drought and 
grasshoppers,” he recalled. “The wheat, 
had been practically pounded to death 
by the dust storms. Yet despite this 
appalling condition, coming as it did 
after five years of poor crops, I found 
the insurance men holding their heads 
up and continuing to write business. 
It was an inspiration to meet these men. 
They still had their nerve. Their exam- 
ple helped me in talking with men in 
other cities who thought they were 
having a hard time of it.” 


Connecticut Tax Payments 


Franchise taxes paid by Connecticut 
companies in that state July 1 will 
amount to $659,122 as compared with 
$616,672 a year ago. The tax is based 
on a “fair market valuation” for stocks 
as of Oct. 1 of the year preceding pay- 
ment. The Travelers will pav $154,000, 
Hartford Fire $103,200, Aetna Life $51,- 
000, Aetna Casualty $43,500, Automo- 
bile $17,000, Connecticut General $16,- 
200, Hartford Steam Boiler $28,800, Na- 
tional $45,000, Phoenix of Hartford 
$68,400, Rossia $3,000 and Security of 
New Haven $9,200. 








Sun Life Managers Are Shifted 











ROSS 


FRED S. 


Fred S. Ross, manager at Cleveland 
for the Sun Life of Canada, who goes 
to San Francisco as manager there for 
the Sun Life, succeeding Percy M. Jost, 
is being succeeded at Cleveland by 
David M. Cowan. Mr. Cowan goes to 
Cleveland from Jersey City, where he 
has been stationed as manager since 
1923. 

Mr. Cowan was welcomed to Cleve- 
land at a banquet, presided over by Mr. 
Ross. A number of out-of-town guests 
were present, among them being J. S. 
Ireland, superintendent of agencies of 
the eastern United States department; 
George T. Bryson, superintendent of the 
western U. S. department; George H. 
Harris, supervisor head office field serv- 





ice bureau, and these Sun Life man- 





DAVID M. COWAN 


agers: E. W. Owen, Detroit, R. H. Fin- 
ger, Pittsburgh, R. E. Croasdaile, Can- 
ton, O., W. B. Arthur, Columbus, O., 
and L. E. Malone, Toledo. 

Mr. Cowan joined the Sun Life in 
1917 and made a brilliant record as a 
personal producer at Vancouver, B. C. 
While there he served as secretary and 
later as president of the Life Under- 


' writers Association of British Columbia. 


In 1923 he was assigned to Jersey City 
as manager and starting from scratch 
built the office up to a production of 
$15,000,000 a year. 

Mr. Ross has been manager of the 
Cleveland branch since 1929. He for- 
merly resided on the Pacific Coast and 
consequently will be on familiar ground 
in San Francisco. 








salesmanship,” 
We replied :— 


in fixing a period and a time 


money-success can do it, 
primary element of the elusive 


Independence Square 





Our Reply 


“Time control is just a species of high-pressure 
said an Agent friend the other day. 


There’s no high-pressure salesmanship in planning the next 
day’s work on the previous evening,—or in examining pros- 
pects’ probable needs and passing capacities as closely as pos- 
sible,—or in so planning our traveling route about the city or 
the country as to save the precious time that unnecessary steps 
would waste,—or in reducing our sales talk to a pattern that 
experience has demonstrated will produce results,—or in allot- 
ting a period each day for health-maintaining recreation,—or 


going on in life insurance and in our own company. 
The man who plans and persistently practices time control 
will never deepen a narrow rut, 


in ability, increase in prosperity, and fill his life, 
with that contentment which is a 


control is commensense control, nothing less, and there is no 
tyranny in it and it does not create servility of spirit. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


for keeping abreast of what’s 


but, on the contrary, will grow 
so far as” 


thing we call happiness. Time 


Philadelphia 




















Frazier Farm Bankruptcy 
Amendment Seen as Doomed 





OPPOSITION WAS VOCIFEROUS 
Life Presidents Association Held Spe- 
cial Meeting on Subject—Measure 
Had Vote Getting Possibilities 


The administration was bombarded 
with objections to the Frazier amend 
ment to the corporate bankruptcy law on 


the part of insurance interests, savings 
banks and other financial institutions. 
Great pressure was brought in an at- 


tempt to have the legislation killed. ‘The 
Life Presidents Association held a spe- 
cial meeting on the subiect. 

Although most life company 
tives view the effect of the 
amendment, if it should have been 
signed, as grave, others take a more 
complacent attitude. Under the Frazier 
amendment, machinery could be invoked 
whereby the mortgagor could forestall 
foreclosure, by paying a_ reasonable 
rental and by paying 1 percent interest. 
As a matter of fact, many farmers who 
are in distress, are getting a better deal 
than that by dealing directly with the 
mortgagee. In many cases, the mort- 
gagee is today not only receiving no 
rent from the mortgagor, but is fore- 
going interest, paying taxes and putting 
up money for feed and seed. A con- 
scientious farmer, who was really try- 
ing to work out his obligations honor- 
ably, would probably prefer such an ar- 
rangement, to the deal he might get 
under the Frazier amendment. However, 
what the life companies fear is that 
the Frazier amendment might have been 
regarded by a large proportion of the 
mortgagors as an opportunity to escape 
their obligations and to engage in whole- 
sale ‘“chiseling.” 


execu- 
Frazier 


May Be Held Unconstitutional 


The Frazier amendment was referred 
to the attorney general for an opinion 
as to its constitutionality. It also went 
to the department of agriculture. Indi- 
cations early this week were that the 
attorney general would find it an un- 
constitutional measure. If it had been 
found to be constitutional, the President 
would have been faced with a major 
political problem, since the amendment 
offered great vote getting possibilities. 
The bill would have died of pocket veto 
if not signed by Friday midnight, but 
the President announced that the pol- 
icy had been adopted of either signing 
or vetoing all bills left with him by 
congress. 


Howell Heads Texas Mutuals 


W. S. Howell of Bryan was reelected 
president of the Texas Association of 
Mutual Life Insurance Officials at the 
annual meeting in Galveston. Vice- 
aro are "Ralph Bevis, Navasota; 
S. T. Cobb, Coleman; J. A. Wacher, 
Bartlett; E. A. Smith, Fort Worth, and 
John Singleton, Waxahachie. Mineral 
Wells was selected for the 1935 meeting. 

R. L. Daniel, chairman state insurance 
board, was one of the chief speakers. 





Loomis, Simmons, Camps 
on Milwaukee Program 





Three ately known figures 
in life citcles, J. L. Loomis, presi- 
dent Connecticut Mutual Life; T. 
M. Simmons, manager United 
States agencies of Pan-American 
Life, and Manuel Camps, Jr., gen- 
eral agent at Boston for the Penn 
Mutual Life, will be among the 
speakers at the annual convention 
of the National Association of 
Life Underwriters at Milwaukee, 
Sept. 24-28. 
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The Unending 
Prospect Line 


W eexwy, semi-monthly, monthly, 
year in year out, tellers in savings 
banks all over the country receive the 
pay-day deposit of countless wage 
earners. Not one of these depositors 
(unless physically uninsurable) can 
logically reject the service of the life 
underwriter with the excuse of “can't 
afford," for life insurance will yield 
them all the beneficial results of a sav- 
ings account with numberless added 
features. 


So long as people continue to earn 
wages, the prospect line of the life in- 
surance salesman is an unbroken one. 
Fortified by the importance of the 
business they are engaged in, 
equipped with modern contracts and 
supported by outstanding company 
service in the field and to their policy- 
holders, agents of The Great-West 
Life are reaping the benefit of improv- 
ing conditions and increasing produc- 
tion all along the line. 


THE 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


HEAD OFFICE 
WINNIPEG —CANADA 


Branches in 
MICHIGAN ILLINOIS 
NORTH DAKOTA 


MINNESOTA 
WASHINGTON 




















Continental Assurance Is 
Found in Excellent Shape 





HAS TRIENNIAL EXAMINATION 





Convention Audit by Four Departments 
Shows Affairs in Fine Order; 


Management Complimented 





Triennial examination of the Conti- 
nental Assurance of Chicago by the IIli- 
nois, Ohio, Indiana and Nebraska de- 


| partments, shows financial condition 


sound, policyholders’ interests amply 
protected, cash position good, liquidity 
of assets such as to take care of any 
emergency which may arise, policy 
claims of all nature met promptly and 
in accordance with the contract, the re- 
port states. The company’s affairs are 
conducted economically and efficiently 
by the officers, who are men of wide 
insurance experience, the examiners 
note. 

Business is continuing good this year 
with no let down in June and a large 
increase for the full half vear, Executive 
Vice-President G. F. Claypool reports. 
Mortality is favorable, policy loans and 
iapse ratio going down, and many policy 
loans being repaid. With $25,000,000 
less business in force in 1930, new policy 
loans then were 25 percent greater than 
now, and the new loans being made now 
are only about one-half the volume in 
1932. 


Other Items in Report 


The Continental Assurance carries a 
reserve for non-cancellable accident and 
health business $60,168. In its general 
comment the report says that the com- 
pany’s treatment of its policyholders in 
respect to granting policy loans, cash 
surrenders, extended and paid-up insur- 
ance as well as payment of death and 
d‘sability claims was thoroughly inves- 
tigated and it was found that the Con- 
tinental Assurance has been prompt in 
the payment of all obligations. There 
are no pending demands for policy loans 
or cash surrenders extending over from 
the 1933 moratorium period. 

So far as investments are concerned, 
the report says that a careful analysis 
was made in respect to compliance with 
the Illinois life insurance investment act 
of 1933. Each of the investment items 
was found to be in accord with the law 
with the exception of the real estate 
holdings. So far as this form of invest- 
ment is concerned the company has 
until July 1, 1935, to conform with the 
requirements or secure Illinois depart- 
ment extension of time. The percent- 
age of each class of investment to total 
admitted assets is: 





Pet. of 

Items Total 
er ar eo ere ee aes 9.2 
PRORURONO TORTIE .6. ccc cccccs cesses 24.6 
ee eee re im | 
PPUOMIUM NOTES 20 ccc cccvwcccoses 5 
NN eee Wale cats bis eo esi e BOO Fo wR 29.6 
MNS acai tas Cs gi plist nai ec # ane lalievesnasreele 6.5 
MRE ee hice: gine it oboe oe oi ats acete 5.8 
MPREME UB BOUS, 6.5) oe -Sce ois a erels cise eceie.e 6.1 


Many Ohio Life Men Promote 
Martin L. Davey’s Candidacy 





George C. Hill of Sandusky, O., well 
known general agent of the Ohio Na- 
tional Life, is one of the many life in- 
surance men in his state who are pro- 
moting the candidacy of Martin L. 
Davey before the Democratic primaries 
for governor. He is a large patron of 
life insurance and has a very fine under- 
standing of the business. He has spoken 
before a number of life insurance meet- 
ings. Mr. Davey’s record in Congress 
is excellent. His name is linked with 
tree surgery and his organization has 
performed a great service in conserving 
beautiful and useful trees. There are a 
number of insurance men who are in- 
terested in the Davey candidacy who 
feel that he can give the state excep- 
tional service as its executive head. 
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Letters of Beneficiaries 
Give Touching Pictures 





It was once common to hear 
that Widow Jones had dissipated 
away her husband’s life insurance 
money or was a victim of a sharp 
“investment expert.” But the let- 
ters from beneficiaries in The Na- 
tional Underwriter’s coming Life 
Payments Number tell a different 
story. These letters of how life 
insurance money was used reveal 
thrifty widows investing in annu- 
ities, paying up mortgages on 
their homes and making cautious 
investments. Life insurance men 
too often think in terms of rates 
and contracts but a careful study 
of these letters will give them the 
touching, human side of the pic- 
ture. These letters show life in- 
surance helping widows raise their 
little children, enabling elderly 
women to live independent in old 
age and providing for family life 
to go on the way it was planned. 














State Mutual Records Are 
Broken in “Pageant” Drive 





The State Mutual in its “Pageant of 
Progress,” 90th anniversary contest of 
three months, ended June 16, had fine 
results. Applications for the largest vol- 
ume ever received in one day excepting 
on President Bullock’s birthday celebra- 
tion, Aug. 24, 1933, arrived on the last 
day in which business counted for the 
contest. On that day, similarly, the 
next to largest number of applications 
ever received in one day was recorded. 
Business issued and pending for the first 
half of June showed 80 percent increase 
over the period last year and 28 percent 
ahead of issued business for all of June 
last year. 

Many agencies went over their quotas 
several weeks before the contest ended. 
First in amount of submitted business 
was the F. W. Pennell office, New York, 
which also led in paid business. Fol- 
lowing were J. B. Clark agency, Boston; 
T. M. Searles office, Newark, and J. C. 
Caperton office, Chicago. 

More than 50 percent of the agencies 
went over the top. The campaign was 
the largest, most complete and most 
or ever staged by the State Mu- 
tual. 


Consistency Canipaign of 
the Union Central Life 


Consistent production of an examined 
app-a-week served as the basis for a 
campaign among producers of the Union 
Central Life for 12 months ending June 
1. Fourteen representatives completed 
the year with a record of 52 weeks of 
consistent production: S. C. Bennett, 
San Antonio; R. B. Combs, Atlanta; 
O. J. Fisher, C. M. Wetherill, Dayton; 
Louis Guberman, Herman Stark, New 
York; Clinton Smith, A. W. Tell, Den- 
ver; C. P. Shelby, Memphis; J. R. Riha, 
Omaha; Allison Graves, Louisville; J. 
H. Shea, Jacksonville, and M. A. Lloyd, 
Peoria. In all 405 agents qualified, the 
New York agency leading the field with 
53. Other agencies which ranked high 
in number of contestants included Kan- 
sas City, Atlanta, Cincinnati, San An- 
tonio and Chicago. 





Head Is “Ad” Club Speaker 


W. W. Head, president General 
American Life, St. Louis, addressed the 
Kansas City Advertising Club on “Is 
the depression the result of overproduc- 
tion or underconsumption?” ‘ 

Jack Lynn, superintendent of agents; 
Claud V. Cochrane, Kansas City branch 
manager, and other General American 
men were guests. 
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“CAND FOR THE PEOPLE! 


A WAY TO FINANCIAL INDEPENDENCE “lincoln at 


Gettysburg” 


You plan forsecurityinoldage. The — the pledged financial security of life wore an ree 
rawing by 


Lincoln National Life with yearsofex-- insurance. Siscenr* Remcher-Wea 






LNL 


Advertisements 


perience can help you reach this goal. The plan can be started today on = 7h “al Life. Se rs 
ction 


Decision and thrift on your part 
plus the Five Star Annuity will. 
guarantee you a life income with 
retirement starting at any age from 
50 to 70. In the meantime, until re- 


your present income.’ Its flexibility 
makes it desirable for the man on 
salary, in business, or in the profes- 
sions. As conditions improve, the 
plan can be adjusted to provide i in- 


able for framing 
sent upon request. 





tirement age, your dependents have creased income or earlier retirement. 


for 


JULY 


You can secure: more information about this plan by addressing a seers 
letter to our home office giving your name, residence and age. Copies of 
both booklets, illustrated below, will be sent to you without obligation, _ 


INSURANCE COMPANY 


Fort Wayne, Indiana 
tT: 3:8 NAME: - INDICATE 8. IT 8 CHARACTER. 


— 


a DO YOU KNOW? . Pi a eee : 
as — That with the Five Star Annuity your income con- —There ate Gettysbu dd ' Fy 
: )  tinues even after you have drawn out all you put in? -. all ‘ation in — ‘4 own hand?, : sis 


| —That you protect your family with $1000 of life -—That a stolen horse caused Lincoln's cals 

| insurance for each $10 of monthly income you buy — litieal ‘defeat at the hands of. the people? Beso es 
5 < fon pouresit? © —An sttempl to. sssaminate President Lincoln b «Pap eon fi 
| . —That your choice of a retirement age. can be made oe ~ by Pharm Washington in neon in Fern, 1861 was 

now or at any later date faa : 























Timely, interesting, vivid, these current advertisements of The Lincoln National Life Insurance 
Company feature a full color reproduction of "Lincoln at Gettysburg" by the noted artist, M. 


Leone Bracker. 


Through national magazine and outdoor advertising campaigns, Lincoln National Life field 
men and the Company they represent are introduced to thousands of new prospects every month. 














Field Force Puts 
on Sales Playlets 


(CONTISC RD FPROW FAGH 1) 
business on supposedly dead 

ext cards of other agents 

H acks discussing cold can- 


out the advisability of 
ng the prospect on the defensive by 
wing him a tentative program. The 
prospect's objections will show the kind 
i program he really wants. H. B. Eames 
called attention to the value of belong- 


ing toa 


ng pornted 


a means of -prospecting, such as the 
nen’s club of the church, the American 


Legion and various civic clubs. Follow- | their responsibilities to keep the change | 


ing such a course, he said, will change 
the underwriter’s problem from “where 
shall I go this morning ” to “How will 
I see all these people?” 

The prospect who is overloaded with 
insurance may be a very profitable pros- 
pect, said E. G. Horne, as he is likely to 
be interested in his physical condition 
and quite willing to take a medical ex- 
amination. 

Life insurance has nothing to fear and 
apparently a good deal to gain from 
the continuance of the present trend in 
governmental activity in business, which 





the public vaguely terms socialism, pro- | 


THE NATIONAL UNDERWRITER 
vadeng the pace in thre direction is not! is likely to be adeauate for the needs 
too raped, sard Fo BL Wolde, vice-presi- and ambitions of the prospects of an 
dent m charge of agencies insurance company interested in ordi- 
Our history and that of England, nary fields. 
France and other industrial countries “Men and women whose ultimate 
with a hiythly complicated cconomy §carnings are from $2,000 upwards are 
show that this trend has been going | not going to be satished with an old 


on for at least 100 years,” he said, “and 
it seems reasonable to believe that busi- 
nesses which are monopolistic or are 
charged with a high degree of public 
convenience and necessity as for exam- 
ple railroads or even milk distribution, 
will come under an increasing amount 


(of governmental regulation, with the 


lowering of allowed profits and perhaps 


nun 7 ~al 7 i : S 4 sols : 
number of local organizations as | yltimate and complete socialization, but 


no alarm need be felt over this develop- 
ment if citizens even partially exercise 


slow and evolutionary. 
Sees Benefit for Insurance 


“These developments, far from being 
antagonistic to life insurance, help to 
maintain jobs and increase them. Op- 
portunities for unusual and sudden earn- 
ings in many fields may be limited, but 
this is an argument for greater need of 
insurance. 

“The probability that state and na- 
tional governments will propose insur- 
ance schemes is an advertisement for 
us rather than an obstacle to our prog- 
ress. 


age pension of $10 a month or even $25 
a month, . The government's recogni- 
tion of the need of pensions increases 
our chance of selling income insurance, 
for example, to that vortion of the pub- 
lic at large with whom we desire to 
contact. Unemployment insurance seems 
to me an enormous and most difficult 
undertaking, but it will, if only partially 
| successful, increase the stability of busi- 
jness. Anything which stabilizes busi- 
iness is likely to make prospects more 
willing to buy and make policyholders 
better able to carrv on and avoid lapses. 

Not Entirely Cured of Speculation 


The public will never be entirely cured 
of speculative ambitions but it increas- 
ingly appreciates the necessity of mak- 
ing provisions through the orderly 
yearly accumulation of small sums. If 
the general effect of social regulation is 
to lower high earnings and _ stabilize 
average earnings, then the only method 
of creating estates is through the slow 
reliable process of personal insurance.” 

Mr. Wilde directed attention to indi- 





No plan of government insurance ; 


cations of business improvement, and 





c This is one of a series of advertisements, reproducing the pages 
of a new book, “The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


; 256 BROADWAY, NEW YORK, N-Y. 


ETHELBERT IDE LOW 
Chairman of the Board 











JAMES A. FULTON 
President 
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stated that the strong position of fixed- 
income securities evidenced the convic- 
tion of a majority of investors that no 
wild inflation is ahead. He also gave 
figures showing that the public is very 
far from being over-insured. 

Commissioner Dunham of Connecti- 
cut discussed the detrimental effects on 
life company portfolios in case President 
Roosevelt should sign the Frazier 
amendment to the corporate bankruptcy 
law permitting a_ self-declared mora- 
torium on farm mortgages. 


Much Interest Shown About 


Kentucky Commissioner Post 


LOUISVILLE, June 28—Much in- 

terest is being manifested in insurance 
circles regarding the status of the Ken- 
tucky insurance commissioner due to the 
new laws giving the governor the right 
to oust heads of various state depart- 
ments and taking away from the state 
auditor the naming of the insurance 
commissioner. Circuit Judge H. C. Ford 
of Franklin county, Frankfort, in a de- 
cision upheld the validity of the removal 
act and denied the petition of Chairman 
Ben Johnson of the highway commis- 
sion for an injunction against the gov- 
ernor interfering with his post. How- 
ever, Judge Ford continued in effect for 
20 days a temporary restraining order 
to allow Johnson an appeal to the ap- 
pellate court. In the face of this decision 
it is doubtful if the rumored injunction 
suit will be brought by J. D. Talbott, 
state auditor, to prevent interference 
with the insurance departments. 
If the governor does remove Com- 
missioner G. B. Senff, it is expected the 
latter will be retained as chief deputy 
and W. E. Rogers, speaker of the house, 
will be named commissioner. 


Spinney San Francisco President 

SAN FRANCISCO, June 28.—After 
spirited balloting W. R. Spinney, Fidel- 
ity Mutual Life, was elected president 
of the San Francisco Life Underwriters 
Association. Vice-presidents are James 
M. Hamill, Equitable of New York, rep--: 
resenting producers; W. J. Arnette, Fi- 
delity Mutual, representing the general 
agents and managers section, and also. 
chairman of that group, and J. O. Klein, 
Metropolitan Life, representing the C. 
L. U. group. H. V. Montgomery, State 
Mutual, was elected vice-chairman of 
the general agents and managers section 
with W. Dow Lipe, Oregon Mutual, 
secretary-treasurer for the same section. 
T. A. Gallagher, Prudential, was elected 
treasurer of the association. 


Regional Meet at Green Bay 


An agency regional meeting of the 
northeastern, Wis., general agency of 
the Continental Assurance under Stew- 
art E. Smith at Green Bay is to be 
held Friday evening. Vice-president G. 
F. Claypool and D. M. Phipps, super- 
intendent of agencies, are planning to 
attend. All applications written in the 
last 30 days will be presented to Mr. 
Phipps. 


Will Be Full-Time Official 


Inasmuch as President C. B. Robbins 
of the Cedar Rapids Life, who has been 
elected general counsel and manager of- 
the American Life Convention, will 
continue as head of his company, the 
impression has prevailed that he will not 
be on a full-time basis with the con- 
vention. Colonel Robbins states that 
this is a mistake, as he will give all his 
time to the A. L. C. 


Berkshire Men to Meet 


The Rhodes Club of the Berkshire 
Life will meet at the home office in 
Pittsfield, Mass., Sept. 30-Oct. 3. Agents 
qualify by producing $150,000 of busi- 
ness. The club is named in honor of 
the president of the company, F. 
Rhodes. 


E. T. Bonham, Indianapolis, general 
agent of the Pacific Mutual Life, is visit- 





ing the home office. 
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Pacific States Executives 


Sue to Test Cochrane Law |. 





For the benefit of policyholders, the 
officers and directors of the Pacific 
States Life, acting as trustees of the 
assets, are asking the district court at 
Denver to rule under a _ declaratory 
judgment just how the certain types of 
contracts of the Pacific States Life shall 
be considered in order to properly com- 
ply with the law. The company has 
been miutualized and liens placed against 
its reserves under the Cochrane law of 
Colorado. 

Among other things the suit seeks 
release of the company’s deposit with 
the state of Colorado. 

Trying to get insurance departments 
to release deposits has been a favorite 
pastime of the Pacific States. That com- 
pany has sought to cause the Indiana 
and Illinois insurance departments to 
give up deposits of the Chicago National 
Life, which were reinsured, so far to 
no avail. Then, the Pacific States tried 
to get the Colorado deposit of the 
Farmers Life -of Colorado released, that 
company having been reinsured. How- 
ever, the Colorado supreme court re- 
jected the petition, stating that the de- 
posit was for the protection of policy- 
holders. 

An amazing allegation in the present 
action is that the business of the Chi- 
cago National Life is not now under 
assumption by the Pacific States Life. 
On what grounds this liability has been 
shed is not indicated. When the Chi- 
cago National Life was taken over by 
the Pacific States, a 100 percent lien was 
imposed on Chicago National policies. 
Now that a 75 percent lien is being im- 
posed on Pacific States policies, the 
question arises whether the Chicago Na- 
tional policies will not be impressed with 
175 percent liens. It is understood that 
the plan is to have the Pacific States 
get rid of the Chicaro National Life 
business and to have that business taken 
over by the General Life of Chicago, an 
assessment concern, or the Illinois Mu- 
tual Life, also an assessment concern, 
which the Illinois insurance department 
so far has declined to license. 


J. R. Treichler Is Joining 
Ranks of Yeomen Mutual 





Appointment of J. R. Treichler, well 
known Cedar Rapids insurance execu- 
tive, as home office supervisor of agents 
for the Yeomen Mutual Life is an- 
nounced by President A. H. Hoffman. 
Mr. Treichler will make his headquar- 
ters at. the Cedar Rapids office of the 
Yeomen Mutual Life at 416 Merchants 
National Bank building. For the past 25 
years he has been engaged in sales 
management work and majored in sales 
psychology at the University of Iowa 
and Columbia University. He has also 
been connected with the advertising de- 
partment of Marshall Field & Co. and 
with the sales department of the Delco 
Light Company. He entered the insur- 
ance field in 1929 with the Missouri State 
Life, and has been prominent in eastern 
Iowa insurance circles since that time. 
Mr. Treichler will devote the major por- 
tion of his time to the induction and 
training of agents in eastern Iowa. 


Watson with Connecticut Mutual 


Wallace N. Watson will be general 
agent at Boston for the Connecticut Mu- 
tual, succeeding N. W. Kenney, re- 
signed. Mr. Watson will operate in the 
counties of Suffolk, Essex, Middlesex 
and Worcester, Mass., in. portions of 
the counties of Norfolk, Bristol and 
Plymouth, and in New Hampshire out- 
side of Cheshire and Sullivan counties. 
For the past six years, Mr. Watson, 
who entered life insurance in 1925 as a 
personal producer with the Phoenix 
Mutual, has been manager of this com- 
pany in Boston. 








Ohio National’s Building 














President T. W. Appleby of the Ohio 
National Life of Cincinnati accepted the 


key to its new home office building at 
2400 Reading Road from Architect F. W. 





Garver last Saturday. The ceremony 
commemorated the completion of the re- 
modeling of the building which it ac- 
quired two years ago,. the cost being 
$350,000 for the extra work. 

Starting Friday at 3 p. m. six trucks 
worked day and night until 3 a. m. Mon- 
day moving the mass of records, file 
cabinets, desks, etc., to the new building. 
A great deal of the furniture which had 
been brought on from the Bankers Re- 
serve of Omaha, which the Ohio Na- 
tional took over last year, wil be used 
in the new building. Practically all of 
the furniture has been refinished to har- 
monize with the interior. 

The building which the Ohio National 
purchased from the old Globe Register 
Company has been completely remodeled 
on the interior and considerable changes 
have taken place on the exterior. All of- 
fices are much larger than those in the 
old location in the Duttenhofer building. 
Other features of the new equipment are 
automatic inter-communication equip- 
ment and automatic elevators. Extra of- 
fices for consultation, rooms for out of 
town agents and a very complete ar- 
rangement by departments for the com- 
pany are provided. 

President Appleby, the officers and di- 
rectors crossed the threshold for the first 
time in their official capacities, while 250 
employes formed a guard of honor. 
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OUR ORGANIZED SALES PLAN 


Provides complete VISUAL Presentations, varying for each prospect ac- 
cording to his needs. 


There’s the “Success” story for the Young Man 
The “Pension” story for the Older Man 
Another for “Juveniles” 

One for the “Young Woman” 

A “Reconstruction” story 


With a Policy Brief and about 100 figures prepared in advance for all 
ages and for about 25 different policy forms. 


Using this equipment the schedule anticipates AT LEAST TEN com- 
plete presentations weekly. 


As one man put it, “We’ve done it all for the. boys but the footwork.” 
And they’re doing that beautifully—our business running about 145% of 
1933 for the first four months of the year. 


Interested?’ Then write 


Harold J. Cummings, Vice-President: 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 
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Lewis Stout New Head of 


Ohio Insurance Federation 


Lewis Stout, vice-president and coun- 
sel Columbus Mutual Life, was elected 
president of the Insurance Federation of 
Ohio at the annual meeting in Colum- 
bus, succeeding B. G. Dawes, Jr., of 
Cincinnati, who became chairman of the 
executive committee. M. Knepper, 
Columbus, was re-elected vice-president 
and counsel. Other new officers are: 
Second . vice-president, H. H. Hoard, 
Cleveland; third vice-president, R. L. 
Walker, Mansfield; fourth vice-presi- 
dent, G. W. Miller, Bucyrus; fifth vice- 
president, F. R. Hawley, LeRoy; secre- 
tary-treasurer, C. A. Wikoff, Columbus; 
executive secretary, Homer Trantham, 
Columbus. ; 

J. T. Hutchinson, secretary National 
Federatdion, and Governor White spoke. 


National Membership Record 


NEW YORK, June 28.—Membership 
“in the National Association of Life Un- 
derwriters has now reached the impos- 
ing total of 20,105, the high mark in the 
45 years of the organization’s history. 
News of this achievement will be learned 
by T. M. Riehle, chairman of the mem- 
bership committee, when he reaches this 
city, July 1 from a European trip. 


Form Parks & Winslow Agency 


Winthrop Winslow becomes a part- 
ner of George M. Parks of the Massa- 
chusetts Mutual in Providence, R. I., 
and the general agency will now be 
Parks & Winslow. Mr. Parks is one 
of the best known of the Massachusetts 
Mutual men. Mr. Winslow has been in 
Mr. Parks’ office for 14 years. He went 
with the company June 1, 1920. For 98 
months, Mr. Winslow has been in the 
“Spotlighter” list of producers, deliver- 
ing a minimum of $30,000 per month. 

Mr. Winslow, U. S. naval academy 
graduate, went directly to the Massa- 
chusetts Mutual. 


THE NATIONAL UNDERWRITER 


| New President | 


JAMES A. McVOY 


James A. McVoy of St. Louis was 
elected president of the Liberty National 
Life, Poplar Bluff, Mo., this week at the 
annual directors meeting. He was at 
one time connected with the Missouri in- 
surance department as actuary, acting 
also as a news correspondent for THE 
NATIONAL UNDERWRITER. In 1911 he was 
instrumental in organizing the Central 
States Life which he served as secretary 
and later, for many years as president. 

He had been recovering from serious 
injuries sustained in an automobile acci- 
dent about a year ago. 

The Liberty National operates on a 
stipulated premium plan and intends to 
gradually develop an agency plant which 
will cover the entire state. 

Mr. McVoy will have his headquarters 


Cameron and Chambreau Join 
Forces in New Service Plan 


Two well known men in the life in- 
surance field have joined forces in a 
new service for life i insurance companies. 

Cameron, vice-president and actu- 
ary of the Great Southern Life, and W. 
W. Chambreau, federal tax consultant, 
have opened offices in Chicago and 
Washington under the name of Cameron 
& Chambreau. Mr. Cameron retires as 
vice-president of the Great Southern but 
continues as actuary. Mr. Chambreau 
for some years has specialized on fed- 
eral tax work and is enrolled to prac- 
tice before the treasury department. 

The new firm will give service as 
consulting actuaries and tax consultants. 
They believe there is a need by many 
companies for ‘experienced and skilled 
help in organization of operations and 
management for economy and efficiency 
and in some cases for reconstruction. 
They will also give help in agency plan- 
ning. A specialty will be pension fund 
programs for industries. 

Mr. Cameron was trained in Scotland 
as an actuary. He is a fellow of the 
American Institute of Actuaries, an as- 
sociate of the Actuarial Society of 
America and a fellow of the faculty of 
actuaries of Scotland. He was consult- 
ing actuary for many companies up to 
recent years when his duties with the 
Great Southern required all his atten- 
tion. Mr. Chambreau was formerly with 
Miles M. Dawson & Sons but left to be- 
come actuary of the Merchants Life of 
Des Moines and when that was pur- 
chased by the Lincoln National he spe- 
cialized in actuarial and federal tax 
work. The Chicago offices of the new 
firm are at 1808 Harris Trust building 
and the Washington offices at 1218 
Shoreham building. 


at the new St. Louis offices of the com- 
pany at 520 Franklin American Bank 
building. 
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Big Single Premium Case 
Closed on Business Head 


One of the largest single premium or- 
dinary life cases ever recorded was de- 
livered this week by representatives of 
a Kansas City agency, the amount being 
$1,500,000. It was placed on the 52- 
year-old president of a middle western 
merchandise concern. 

Agents on the case first interested the 
assured by showing him that if he died 
now his heirs would be forced in order 
to meet inheritance taxes to sell along 
with other properties just enough com- 
pany stock to lose controlling interest. 
The contract accomplishes the purpose 
of individual life insurance and also in 
effect will do for the assured what cor- 
poration insurance is designed to do, 
give his family capital to carry on the 
business and to hire the talent necessary 
to replace the assured in case of death. 

He owns 60 percent of the stock. The 
insurance was placed in the present form 
because the business is largely owned 
and controlled by this man. At his death 
his family would receive a stipulated 
price per share. Other factors entering 
into the sale were the diversity of life 
company investments, which assures 
provision for himself through changing 
the whole life to an annuity if he lives, 
and preservation of a large estate if he 
dies. 

Under the insurance the estate will go 
directly to the family by contract, rather 
than through the courts. The assured 
is a self-made man who not many years 
ago was a salesman in a middle western 
city. Foresight, hard work and oppor- 
tunity brought him to his present posi- 
tion. The total line, including some 
personal but largely business insurance, 
stands at approximately $1,775,000. The 
premium paid in cash this week, it is 
said, was approximately $900,000. Later 
the line is expected to be increased. 
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Agency Management Questions in 
Examination Just Conducted by 
American College Announced 


The first half of the agency man- 
agement examination questions of 
the American College of Life Under- 
writers, devoted to business admin- 
istration is presented below. Other 
questions will be given in a later 
issue. 


Business Administration 


1. (a) Explain the corporate struc- 
ture of a holding company. 

(b) What are the presumed advan- 
tages of this form of business organiza- 
tion? 

(c) Could holding companies in the 
life insurance business bring better and 
more economical management: 

(1) Among the larger stock com- 


panies? Explain briefly. 

(2) Among the smaller stock com- 
panies? Explain. briefly. 
* 


2. (a) What are the functions of the 
executive or management committee of 
a corporation? 

(b) What is the usual make-up of 
such a committee? 

(c) Outline the organization and 
proper functioning of such a committee 
in a life insurance company. 

3. (a) Draw an organization chart for 
the agency department of a medium 
sized life insurance company using the 
branch office system, showing all the va- 
rious functions which should be per- 
formed by the department. 

(b) What changes would you make in 
this if the company were operating on 
the general agency system? Explain. 

4. The following financial report, as 
of Dec. 31, 1933, was published by the 
ABC Company: 


Assets 
Cohah tt WARE. <6. veces cc ciceus $ 237,603 
Notes receivable ........-.-6. *324,582 
Accounts receivable .......... 543,137 
Inventories at cost or market 

whichever was lower)...... 1,855,391 
Marketable investments (at 

PGR 5 a diese Sie dcataeee asa’ « 173,882 
Accrued interest receivable... 2,404 
Miscellaneous investments.... 829,580 
Due from officers and employes, 

DAFtly SOCULCE «66 6.60% cee ce 1,231,767 
Deferred accounts ........... 275,334 
Real estate, buildings, equip- 

EINE Is 255 8s ving cess cece 17,978,877 
RRO: cub ot ote ome see ee wna 31,641 
Cash in closed banks......... 21,365 


$23,505,563 


*$125,000 pledged as collateral on notes 
payable. 


Liabilities 
Notes payable at banks....... $ 325,000 
($125,000 secured by notes 
receivable.) 
Accounts payable .,.......... 143,969 
Accrued accounts .....«.....--. 179,048 
Two year 5 percent gold notes 
due March 1, 1934.........+. 5,000,000 
Reserve for contingencies..... 1,750,000 
(Contingent liability as en- 
dorser $232,890) 
Capital stock and surplus..... 16,107,546 
$23,505,563 


(a) What is meant by the terms 
“quick assets” and ‘current ratio?’ As- 
certain each from the above data. 

(b) and (c) Point out and explain 
briefly all the various items of strength 
or weakness in this balance sheet. 

5. (a) A general agent examines the 
business of a certain agent and finds 
that: 

(1) His collection frequency is 3. 

(2) His average policy is $2,000. 

(3) His average premium per thous- 
and is $25. If it costs $0.50 to make a 
renewal collection and if the general 
agent’s renewal margin on the business 
is 2.5 percent, can he collect this agent’s 
business at a profit? 

(b) In 1933, a general agent received 
a net renewal income of $20,000. His 
net first year investment in $3,000,000 of 
new business was $10,000. The present 
value of the expected renewal income 
from this new business is $6 per thous- 
and. Determine: 

(1) His net income for 1933. 

(2) His probable profit for 1933. 

6. What is meant by “control through 
accounting?” Does it mean the same 
as “budgetary control)” What account- 
ing data are needed for the sound con- 
duct of a life insurance agency? 

7. Explain briefly the importance of 
each of the following in the interpreta- 
tion of a company’s financial statement: 
(a) reserve for obsolescence, (b) fixed 
charges, (c) factor of safety, (d) book 
value. 

8. The following new policies have 
been placed on the books of an agency 
in the month of May: 


$ 1,000 $ 3,000 $10,000 
1,500 5,00 5,000 
7,000 2,000 7,500 
10,000 1,000 2,000 
20,000 1,500 2,000 
5,000 2,500 5,000 
5,000 5,000 15,000 
2,000 50,00 


(CONTINUED ON NEXT PAGE) 
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WANTED 


Agency Supervisor with good record to man- 
age sales for small sound mutual life insur- 
ance company; salary and bonus. Northern 
Ohio. Address Y-69, The National Under- 


writer. 








POSITION WANTED 


By young man with 10 years legal reserve in- 
surance experience, both in Home Office and 
Field. 6 years with last company. Reasonable 
salary. Will go anywhere. Married. Mason. 
Write to Box Y-68, The National Under- 
writer. 














Underwriter. 





Group Supervisor Wanted 


In each of certain important centers in which it has well established 
ordinary agencies, a company of the highest standing with a substantial 
volume of group insurance in force wants an experienced group sales- 
man. Preference will be given to a college graduate in his early thirties 
with a successful record in group life selling and who is well and faver- 
ably acquainted with brokers and the general insurance fraternity. 


If you can satisfy the above requirements, and live in Chicago, 
Detroit, St. Louis, Cleveland, or Houston, address Y-71, The National 








Are they interested? They 
are! Thousands of families 
have asked for “that book- 
let which tells in easy-to- 
understand words how I 
can get full protection for 
my family in spite of this 
depression.” 






Out” 
for families with 
depression incomes 


Yes ... there are thousands of them. We all know it. 
Families who have been hard hit . . . salaries cut . . . in- 
vestments not producing . . . total incomes ’way down. But 
they want protection just the same. And they’re looking for 
a way out. 

In Union Central’s national advertising in The Saturday 
Evening Post, Time, Collier’s—and over the Columbia 
Broadcasting System—we’re offering that “way out” in the 
Economic Adjustment Plan. Already this policy has pro- 
vided more than $100,000,000 worth of new protection for 
American families. 

This 1934 selling appeal is ringing the bell because it 
recognizes today’s obstacles—and gets around them—before 
the prospect has a chance to bring them up! 





“Why not look into that 
new Economic Adjustment 


“I’m desperately worried, Jane. If any- 
thing should happen to me, you and the 
children wouldn’t have enough to live on. Plan we were reading 
Of course, when times get better ... .” about last night?” 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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(a) What is the “arithmetic” average? 

(b) What is the “median?” 

(c) What is the “mode?” 

(d) Which figure is the most signifi- 
cant and why? 

9. As a means of showing the need 
for more life insurance because of rising 
costs of living, you wish to compute an 
index of retail prices. Explain how you 
would do this, paying particular atten- 
tion to proper weighting of the index 
numbers. 

* * x* 


10. You are asked to determine for a 
given agency whether there is any cor- 
relation between the number of years 
a full-time agent has been engaged in 
life underwritimtg and the lapse ratio on 
life insurance sold. Assuming the 
agency is sufficiently large for the re- 
sults to be significant, indicate .(a) the 
exact data you would need, (b) the 
statistical procedure you would follow. 
Be specific, using your own figures to 
illustrate if necessary. 


W. E. Osborn, Indianapolis, has com- 
pleted 25 years. of continuous service 
with the Provident Mutual Life. For 
several years he was general agent in 
Indiana. He is the oldest member of the 
Indianapolis Association of Life Under- 
writers. 





Annuity Income a 
Stumbling Block 


(CONTINUED FROM PAGE 1) 


been on the books prior to the financial 
crash. 

Actuaries and their associate execu- 
tives are giving still further attention to 
annuities. Many feel that there will 
have to be another revamping of annuity 
benefits. It is acknowledged that even 
the new annuity rates are too low in 
view of the guaranteed interest factor. 
It would not be surprising therefore to 
find a further revision of annuity bene- 
fits and rates. 





Find Money Saving Device 


Some companies that have annual pre- 
mium retirement annuities are convinced 
that the cash value provision will have 
to be cut down. It is found that many 
people simply follow this course in the 
effort to save money for a definite time. 
The difficulty now is to distinguish be- 
tween those who are in the market sin- 


cerely and honestly for annuities and 


those that simply are carrying their 
money to life insurance companies for 
investment. Actuaries are assembling 





statistics not only on annuities but on 
all retirement forms, short term invest- 
ment policies with various options, etc. 
The action of the New York Life in 
cutting down on single premium annui- 
ties and policies has had a wide effect. 


Form Rochester Trust Council 


W. H. Stackel, vice-president and 
trust officer of the Security Trust Co., 
Rochester, N. Y., has been made presi- 
dent-of a life insurance trust council just 
organized there. 

F. H. McChesney, general agent 
Berkshire Life, is vice-president; E. J. 
Foster, Massachusetts Life, secretary, 
and Robert Towey, First National Bank, 
treasurer. 


Agency Building Conference 

Eight Connecticut Mutual general 
agents participated in an agency building 
round table at the home office in Hart- 
ford. All phases of agency management 
and development were fully discussed 
and definite conclusions as to the best 
procedure on various problems were 
reached. V. B. Coffin, superintendent of 
agencies, was in charge as chairman and 
was assisted by E. H. Norene, assist- 
tant superintendent of agencies, E. C. 
Andersen, educational director. 
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as policyholders’ consultants. 


The new Federal Reserve LIFE-TIME Plan 
recognizes life underwriting as a profession, and 
it is necessary that our consultants have the abil- 
ity and do deliver a professional service to clients. 

In establishing and maintaining a professional 
relationship with clients, consultants are called 
upon to enlarge the scope of activities of the 
Periodic service calls 
and other services to policyholders are required 
of them. These additional duties obviously make 
essential a high degree of organization of the con- 
To assist them in prop- 
erly organizing their time, we have outlined a 
plan of organized daily procedure. The purpose 
of this procedure is not an attempt at regimen- 
tation, but is merely another step in our plan to 
place the management of life insurance produc- 


average life underwriter. 


sultant’s working time. 


tion on a scientific basis. 


We have prepared special forms which assist 
consultants to plan each day’s work, to make 
reports, and to maintain a record of their activi- 





B. FRANK BUSHMAN 


President 


The NEW 
Federal Reserve 
LIFE-TIME 
PLAN 


Is Your Daily Procedure 
Organized ? 


». Definite standards of performance are required 
‘of our field representatives in their appointment 


KANSAS CITY, KANSAS 





















Principles 


We believe that the interests of 
Policyholders, Field Force and 
Company are exactly parallel, 


We believe that wastage in the 
Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
Performance are attainable which 
will eliminate Waste, and 





We believe that these principles 
should find expression in the 
relationship entered into between 
the Field Force and the Company. 
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ties. 


these facts. 


eration to consultants. 


Analyses of these reports are made at the | 
home office, and each consultant is given the 
oportunity to compare his efficiency with other 
consultants and with the entire group. 

From these detailed reports the company re- 
ceives information concerning policyholders which 
is valuable, and we pay our consultants to secure 
This is one of the factors taken into 
consideration in establishing the scale of remun- 
‘Their compensation is on 
an entirely new basis for field representatives of 
life insurance companies, and represents an at- 
tempt by this company to pay them for the pres- 
ent and continuing worth of their business. 
Finally, they are assured a LIFE-TIME income 
on retirement, based on their performance while 
actively representing the company. 


The LIFE-TIME Plan has been enthusiastically 
received by our field force. 


it more fully on request. 


GEORGE L. GROGAN 
Agency Vice-President 











We will gladly explain 
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Field News 




















Favor Fewer Classifications 





Special Committee of H. & A. Confer- 
ence to Draft Proposal for Change 
in Manual 








While the sentiment at the annual 
meeting of the Health & Accident 
Underwriters Conference seemed to be 
very strongly in favor of a reduction in 
the number of classifications in the 
manual, it was decided that the matter 
was too complex to dispose of at this 
time. The incoming president, George 
Manzelmann of the North American 
Accident, was therefore authorized to 
appoint a special committee, which is to 
work out a proposal along this line, in 
cooperation with Harold R. Gordon, ex- 
ecutive secretary, and report at the mid- 
winter meeting of the executive com- 
mittee. It was stipulated that R. S. 
Hills, Massachusetts Bonding, now 
chairman of the manual committee, 
should be a member of the committee. 

Mr. Gordon presented the results of 
a survey of the conference membership 
and gave five reasons for the reduction 
in number: (1) The automobile has 
leveled off much of the old distinction in 
occupational hazard; (2) the survey 
shows that the companies demand it; 
(3) there is a public demand, at least in- 
direct; (4) it would make ‘the manual 
less difficult for agents to handle; (5) it 
would reduce misclassification and pro- 
rating. 

Mr. Hills, while stating that he did 
not want to be regarded as opposing the 
change, urged great care in that con- 
nection and pointed out some of the ob- 
jections that would have to be met. 

Powell, Loyal Protective; 
isi & Royer, Great Northern Life, and 
Col. J. W. Blunt, Monarch Life, spoke 
for a simplified manual. 

In the discussion of uniform phrase- 
ology for the so-called additional pro- 
visions C. O. Pauley, Great Northern 
Life, pointed out some questions that 
might be raised in connection with the 
wording of several of the proposed pro- 
visions and urged further study. : 
Hartley,. Great Western,. also spoke 
along the same lines. It was decided 
to refer the matter to a special com- 
mittee to work out the best wording 
for these provisions, in cooperation with 
Mr. Gordon, and report at the next 
meeting. President Ray named as the 
members of that committee Mr. Pauley, 
Mr. Hartley and C. W. Young, Monarch 
Life, new chairman of the executive 
committee. 

The election results were as indicated 
in last week’s issue. 


Pacific Mutual’s Claim Men 
Hold Gathering in Chicago 


Claim men of the Pacific Mutual from 
all parts of the country held a two-day 
meeting in Chicago at which were pres- 
ent a number of home office officials, in- 
cluding President George I. Cochran. 
D. E. C. Moore, vice-president and as- 
sistant to the president, was chairman 
and R. G. Scofield, home office zone 
claim supervisor, was toastmaster. Dis- 
cussions revolved around disability poli- 
cies, including noncancellable accident. 

In the home office contingent were 
Jens Smith, vice-president and assistant 
superintendent of agencies; J. B. 
Rhoades, superintendent of claims; 
Harry Samm, assistant claim superinten- 
dent; Asa Call, general counsel; Cary 
Groton, vice-president in charge of the 
noncancellable accident department; H. 
W. Goodspeed, claim representative, all 
of whom gave adresses. C. H. Davis, 
field supervisor of accident business, 
spoke in addition to the others named. 

Claim men attended from San Fran- 
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neapolis, Chicago, Cleveland, New York, 
Richmond, Memphis, Dallas and Atlanta. 
Their last general meeting was in 1929. 





NEWS OF THE FRATERNALS 





Reinsurance Contract Approved 


Circuit Judge Ryan of St. Louis has 
approved the contract under which the 
commercial accident and health business 
of the Continental Life of that city will 
be reinsured by Washington National 
of Chicago. As finally approved the 
contract permits the Continental Life or 
its successor to resume the sale of acci- 
dent and health policies at any time in 
the future it may desire to do so. The 
inclusion of this clause removed one of 
the principal objections raised by Presi- 
dent Ed Mays of the Continental to the 
reinsurance deal. 

The Continental is to receive 20 per- 
cent on renewal premiums and 10 per- 
cent of $33,000 representing the un- 
earned premiums on commercial acci- 
dent and health policies. 


Lebby Made State Manager 


William E. Lebby of Los Angeles 
has been appointed California state man- 
ager of the Massachusetts Indemnity. 
He has had the title of state supervisor, 
but hereafter all business written in 
California will be reported through his 
office. 

Mr. Lebby refers to his office as an 
accident and health clearing house. In 
addition to the Massachusetts Indem- 
nity, which writes noncancellable only, 
he has general agencies of eight other 
companies for accident and health and is 
thus able to furnish any form of protec- 
tion that his prospect seems to require. 
He is a strong advocate of programming 
accident and health insurance and 
through this arrangement is able to 
make that idea particularly effective. 

He has just returned to Los Angeles 
after a visit to the home office of the 
Massachusetts Indemnity in Boston, 
where the new arrangement was effected, 
and also attended the annual meeting of 
the National Accident & Health Asso- 
ciation in Cleveland on his eastern trip. 


Quits Life Illness Indemnity 


The Massachusetts Indemnity has 
ceased writing lifetime illness indemnity 
under its noncancellable forms. Pay- 
ments will be limited hereafter to eight 
and one-third years. Life indemnity will 
still be written for accidents. 


To Hold Convention Sept. 4 


A regional convention of the Mutual 
Benefit Health & Accident and United 
Benefit Life will be held at French Lick 
Springs, Ind., Sept. 4. Agents from the 
offices of Redfield & McGurk, managers 
Chicago; Harry Travis, manager Col- 
umbus, and . H. Harris, manager 
Springfield, Ill., will attend. The home 
office contingent, it is planned, will con- 
sist of Dr. C. C. Criss, president of both 
companies; Dr. N. L. Criss, secretary 
Mutual Benefit; Francis Finch, chief 
underwriter United Benefit, and R. H. 
Hawkins, chief- underwriter, Mutual 
Benefit. 


Honor Edwards: With “Apps” 


The Coleman & Co. agency of the 
Provident Life & Accident in San An- 
tonio, Tex., wrote 425 applications for 
life and accident insurance in May, hon- 
‘oring the silver anniversary of Elmer 
‘Edwards, manager of the health and 
accident department of the agency. It 
was the best month in the life and acci- 
dent departments in the history of the 
agency. 





Service Bureau Has Increase 


Lee N. Parker, president and mana- 
ger of the American Service Bureau of 
St. Louis, reports that its business for 
the first five months of 1934 was 40 
percent greater than in the same period 
of 1933, while the month of May was 
43 percent above that month last year. 

The bureau’s 1934 business reflects 
the general improvement in the busi- 
ness of the American Life Convention 
“companies it serves. 





Vote to Merge Two Societies 





National Mutual Benefit and Beavers 


Reserve Fund Fraternity to 
Be Joined 





The National Mutual Benefit Asso- 


ciation and Beavers Reserve Fund Fra- 
ternity, meeting in separate conventions 
in Fond du Lac, Wis., endorsed a plan 
to merge, giving the board power to 
consolidate before the next quadrennial 
convention. 
Mutual 
Beavers Reserve, were reelected. They 
include Judge J. i 
Wis., president; Anna B. McCracken, 
Union Grove, Wis., vice-president; S. A. 
Oscar, Madison, secretary; H. J. Low- 


ery, 
Mason, Eau Claire, medical director. 


Officers of the National 
Benefit, who also serve the 


W. Parsons, Antigo, 
De; £E. 


Madison, treasurer; 


A resolution was adopted providing 


for writing persons engaged in the liquor 
industry, the medical director and secre- 
tary being given power to make special 
rates for such risks. 
provided that juvenile members will re- 


Another resolution 
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ceive their share of the surplus in the 
juvenile department on reaching age 16, 
when they automatically pass into the 
adult department. These credits will be 
either in lump sum or as credits on pre- 
mium payments under adult policies. 

The Beavers Fund fraternity was the 
original society organized. It started 
out with inadequate rates and on un- 
sound plan. In 1920 it was readjusted 
and since then the old society has been 
in process of liquidation. Most old mem- 
bers have transferred to the National 
Mutual Benefit. 

All departments of the National Bene- 
fit, including the Beavers Fund, adult 
and juvenile departments of the National 
Mutual, Jan. 1 had total membership of 
44,491, insured for $33,094,014. 





Gleaner Life in Conference 


The Gleaner Life held its annual sum- 
mer field conference at Hamilton Lake, 
Ind., June 27-29. There were 125 
agents attending. Much time was de- 
voted to jollification, there being keen 
competition in the golf tournament for 
the Norrington cup given by R. M. 


Service 


Several 


present 





Norrington, superintendent of agencies. 
Mr. Norrington was toastmaster at the 
banquets held the first and second eve- 
nings. He also presided at a business 
session the third morning. Finals in the 
tournament are to be played Saturday. 


McMahon Is Grand Regent 


J. F. McMahon was reelected grand 
regent of the Grand Council of Missouri, 
Royal Arcanum, at the annual conven- 
tion held in St. Louis. Other new offi- 
cers are: Grand vice-regent, G. M. 
Parker; grand orator, W. H. Whitthaus; 
grand secretary, P. L. Stephens; grand 
treasurer, G. H. Ahrens. F. S. Catlin, 
Chicago attorney, was in charge of the 
installation. He is deputy supreme re- 
gent. 


Mrs. Matilda Hadley Dies 


Mrs. Matilda Hadley, widow of Ben- 
jamin Hadley, and mother of W. L. 
Hadley, general manager “Eastern 
Underwriter,” and of the late B. F. 
Hadley, former vice-president of the 
Equitable Life of Iowa, died at her 
home in Plainfild, N. J., June 25, in her 
85th year. 


J. R. LaNasa, manager of the Metro- 
politan Life’s Crescent City district in 
New Orleans, is celebrating his 25th 
year with the company and was ten- 
dered a banquet by his agents. 





LOYALTY 


Low Agency Turnover 


records of twenty, thirty 


and’ more years with this one 


institution are not uncommon. 


records even antedate the 


organization of the Company in its 


corporate form in 1897. 


Such loyalty is evidence of the 
characteristic Continental qualities 
which attract and hold the friend- 
ship of progressive field men, and 


may be taken as an index to the 


DURABILITY of this institution. 


CONTINENTAL CASUALTY 
ASSURANCE COMPANIES 


CHICAGO 


ILLINOIS: 
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RicHTeR of the Lonpon Lire and brings 
out some characteristics that can well be 
studied by executives of companies on this 
side of the line. We need to cultivate the 
simpler virtues and square our business 
operations with higher standards. ‘“Cana- 
dian Insurance” said: 

“The best monument to the late J. G. 
RicuHTeER, of the Lonpon Lirr is the pres- 
ent strong position of the company. A 
hard working man of retiring disposition, 
his career was one of constant self sacri- 
fice in the interests of the Lonpon Lire. 
He unswervingly pursued a policy of 
economy in administration and caution in 
the investment of assets. This is the com- 
pany in which the stockholders at one time 
gave the company money and took no 
stock for it. -Mr.-RicHTER is said to have 
drawn a meager salary to accept, as his 
chief reward, the vision of the company 


try possesses. If other men in high posi- 
tion had been content to be as altrpistic, 
we should not have witnessed these last 
few years the failures of so many large 
corporations, due to watered stock because 
of the greed of man. 

“The story of Mr. RIcHTER’s business 
life is one that should be told throughout 
the country so that men may learn that 
there are still business people of the high- 
est character in existence, who interpret 
their first duty to the world to be devotion 
to the service of mankind in whatever they 
undertake. He was a faithful friend to 
his staff and associates and long ago 
gathered around him a band of capable 
men, of similar views to himself to carry 
on the company’s traditions. Perhaps even 
yet, it is not properly appreciated by the 
insurance world how well Mr. RICHTER 
built.” 


Nichols; Wenatchee, Wash., 150 weeks, 
and F.*L. McCormick, Oskaloosa, Ia., 
100 weeks. 


John C. Maginnis, Jr., son of the late 
president of the Eureka-Maryland As- 
surance of Baltimore, is following in the 
footsteps of his father. The elder Ma- 
ginnis was a prominent figure in 
life insurance circles, starting as an 
agent for the Prudential in Mt. Carmel, 
Pa. He went up through the ranks, 
being finally agency organizer at Bos- 
ton. He resigned from the Prudential 
to take the management of the Reading 
Mutual Life of Reading, Pa. In 1912 
he merged the Reading Mutual Life 
with the Home Life of America and 
became general manager of the com- 
bined company. He resigned as gen- 
eral manager of the Home Life of 


America with head office in Philadel- 
phia and in 1917 organized the Con- 
servation Company in Baltimore, which 





purchased the Eureka Life of Baltimore. 


Over 60 life general agents and man- 
agers of Cleveland attended the bar- 
becue party given by Hoyt W. Gale, 
Cleveland .general agent of the Home 
Life of New York, at his country home 
in Gates Mills, O. Mayor R. J. Schmunk 
of Gates Mills welcomed the guests. 
Judge C. D. Friebolin,, Cleveland federal 
referee in bankruptcy, spoke on “Ohio 
Laws and Life Insurance” with specific 
relation to bankruptcy proceedings. 

Walt Tower, managing director Chi- 
cago Association of Life Underwriters, 
will start July 7 on his vacation, which 
will be a fishing trip in company with 
neighbors at Camp Manitou, near Fort 
Frances, Ont. 


M. A. Nelson, agency manager Equit- 
able Life of New York in St. Louis, will 
celebrate his 25th anniversary with the 
company June 29. He has been connec- 
ted with it in St. Louis approximately 
15 years. He started with the Equitable 





in Little Rock, Ark. Two other Equit- 
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able managers who also started their 
insurance training at the same time in 
Little Rock and will take part in the 
St. Louis celebration are M. C. Nelson, 
manager Des Moines, and F. N. Crox- 
son, Omaha. 


C. E. Sanden, president Cornbelt Life 
of Nebraska, is seeking the Democratic 
nomination for congressman from the 
Lincoln district. F. Mills, secretary- 
treasurer Dwelling House Mutual of 
Lincoln, is one of his opponents. 


Charles E. Way of Akron, O., veteran 
of 23 years of service with the Lincoln 
National Life and general agent for 
central Ohio, died from complications 
following amputation of his index finger. 
He entered life insurance in 1911 with 
the Lincoln National. In 1917 he opened 
an office in Akron, and had been there 
continuously since that time. He had 
been a member of company honor clubs 
for many years, 


T. I. Ramer, district agent of the Lin- 
coln National Life at Wilkes-Barre, Pa., 
died suddenly following an emergency 
operation for appendicitis. He con- 
tracted. with the Lincoln in 1927, and in 
his first full year with the company won 
the distinction of “most valuable agent 
of the Lincoln National Life.” In 
recognition of this achievement, his 
name appears engraved in the limestone 
wall of the entrance lobby of the home 
office building. 


Henry E. North, second vice- presi- 
dent Metropolitan Life who is on tour 
of agencies, addressed members of the 
San Francisco General Agents-Man- 
agers Association. 


The Ohio State Life in June is com- 
memorating the anniversaries of several 
of its oldest managers and general 
agents. Carl Adams, Cleveland man- 
ager, observed his 24th anniversary. He 
became an agent at Lodi in 1910 and 
was made manager at Cleveland in 1914. 
E. G. Siefert, Marion, O., manager, has 
a 12 years with the Ohio State. 

F. W. Hoch has completed 21 years and 
John oe 16 years with the Marion 
agency. W. Hecht, Celina, general 
agent, has Phen Rv 14 years’ service. 


The home office Plico Club of the 
Philadelphia Life’s agents held a birth- 
day luncheon in honor of President Clif- 
ton Maloney, with an attendance of over 
60. Mr. Maloney discussed present eco- 
nomic and social changes. He urged the 
agents to be alive to the changing world 
about them and to contribute to the 
march of progress by doing a better and 
more intelligent job. Present at the 
luncheon was J. A. Stringer, who signed 
the company’s first agency contract. He 
is still a consistent producer, having won 
a convention club membership for 1934. 
The Philadelphia Life’s average weekly 
paid business for 1934 shows an increase 
of 30 percent, while the average written 
production is ahead 40 percent. A three 
months’ campaign held in honor of 
President Maloney is in full swing, with 








all agencies showing a splendid volume 
of paid and written business. 

J. C. Duke, superintendent of agents 
of the People’s Life of Washington, D. 
C., was killed in an automobile accident 
the other day. He had just made a 
round of all the branch offices. It is 
not likely that a successor will be ap- 
pointed for some time. 

William Montgomery, president of the 
Acacia Mutual Life of Washington, D. 
C., and Mrs. Montgomery, who are on 
a tour through England, Scotland and 
Ireland, will not return to their abode 
until about Sept. 1. Mr. Montgomery 
intends to go to his old home in Ireland 
and visit again the haunts of his youth. 

Twenty years as general agent of the 
Massachusetts Mutual Life in Daven- 
port, Ia., during which time his office 
has written over $24,000,000 in life in- 
surance, is the record of Carl LeBuhn. 
The event was celebrated at a dinner 
by 40 guests and included agents, office 
employes and their wives. 

Edward Beall, 62, Nebraska manager 
for the Guarantee Mutual Life, died at 
his home in Omaha. He had been ill 
for three months. Mr. Beall was a na- 
tive of Iowa, but had lived in Omaha 
for 25 years and had been associated 
with the Guarantee Mutual for 10 years. 

Frank P. Ebertz, San Francisco gen- 
eral agent of the National Life of Ver- 
mont, is recovering from a major opera- 
tion and expects to be able to attend the 
annual convention at the home office. 


Frank P. Manly, ¢ chairman of the In- 
dianapolis Life, was the principal speaker 
at the last meeting of the Indianapolis 
Rotary Club. He is a past president of 
the club. 


G. W. Cole who was for many years 
connected in an official capacity with the 
Lamar Life, died at his home in Jack- 
son, Miss. after a brief illness. Mr. 
Cole’s father was an early president of 
the Lamar Life. 

A. M. Embry, Kansas City manager 
Equitable Life of New York, July 1 will 
start his annual fishing trip with ten 
leading agents in his office and two lead- 
ing district managers. W. M. Rothaer- 
mel, superintendent of agencies, central 
department Equitable of New York, 
Chicago, will go along. The trip will be 
on the White and James rivers in the 
Ozarks of southern Missouri. 


Robert Sweeney, te son of Robert E. 
Sweeney, president of the State Life of 
Indiana, graduated from Dartmouth 
College this month with honorable dis- 
tinction in his class. His father went on 
for the commencement exercises. 


Clarence S. Sweeney, home office gen- 
eral agent of the State Life of Indian- 
apolis, has just completed an air trip 
of over 5,000 miles to the Pacific Coast 





All s ane POLICY: 
1. OU LIVE TO AGE 


py 


al 


IN ADDITION: 


posits. 





Men Wanted — Reliable and Trustworthy Men To Sell 


The United Six-Way Protection Contract 


65—it will pay you $5,000. 
iW You DIE BEFORE AGE 65—it will pay your family $5,000. 
IF rad FATAL ACCIDENT should occur to you—it will pay your 


samt oe 0,000. 
4. } 1 FATAL ACCIDENTS should occur to you—it will pay your 
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IF ACCIDENTAL INJURY should totally incapacitate you—it will pay 
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continued to make deposits yourself. 
the FULL FACE VALUE of the Policy will be paid to your family. 


GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 
AVAILABLE. 


Write—Agency Department 
UNITED LIFE AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 


WEEK thereafter. 


In the event of your prior death 











and_ back, occupying two weeks. He 
visited the company’s general agencies 
at Oklahoma City, Los Angeles and San 
Francisco, returning by way of Port- 


land, and spent a few days trout fishing | 


in the MacKenzie river. 


Herbert L. Davis, former insurance 
superintendent of the District of Colum- 
bia, now in the tax assessor’s office in 
the municipal building at Washington, 

C., was bereaved last week owing to 





the death of Mrs. Davis, the funeral tak- 
ing place last Saturday. 


Employes of the . Michigan insurance 
department held their annual picnic. 
Commissioner C. E. Gauss participated 
actively in a hotly contested softball 
game and proved to be one of the hard- 
est hitting commissioners of recent 
years. Mrs. Gauss was among the 
guests at the affair, going from her 
home at Marshall. 








AMONG COMPANY MEN 





Shepherd, General American 


Actuary, Joins Travelers 





C. O. Shepherd, who resigned several 
weeks ago as actuary of the General 
American Life, has made a connection 
with the Travelers. Mr. Shepherd is 
one of the best known actuaries in the 
country and he frequently has come out 
with important observations and sugges- 
tions. When the deal by which the then 
newly organized General American Life 
was to take over the business of the 
Missouri State Life was under consid- 
eration by the court, Mr. Shepherd, on 
the stand, expressed opposition to the 





contract. Therefore, his relationship 
with the General American Life became 
embarrassing, after that company suc- 
ceeded in getting the business, and he 
asked to be released. 

Two of Mr. Shepherd’s brothers are 
also engaged in actuarial work and are 
well known in the business. Pearce 
Shepherd is in the actuarial department 
of the Prudential, formerly having been 
connected with the North American Re- 
assurance, and another brother is in the 
actuarial department of the New Jersey 
insurance department. 


Confederation Life Appointment 


J. G. Godsoe has been appointed 
assistant solicitor of the Confederation 








New Modified Whole Life Policy 


Issued in amounts of $2,500 and upward 


Rate per M Rate per M - 

Age First 3 Years Subsequent Years 

es ah: xs eee $11.19 $13.16 

nS ee Re eae. 12.68 14.92 

ee kin co Gs eee 14.51 17.07 
Os ses oe eee 16.86 19.83 
ee eos aie 19.98 23.51 
Rg a ee 24.17 28.44 
ST eee 29.76 35.01 

MG hte Seas 37.21 43.78 
ener 1) Bh | 47.23 55.56 

SE er ee ees 60.78 71.50 
ER er ren ree 79.27 93.26 


Participating after the third year. It is expected that the divi- 
dends apportioned to this policy will approximately equal the 
increase in premium at the end of the third year. Rates and 
detailed information upon request. 


The Midland Mutual Life Insurance Company 
Columbus, Ohio 
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‘Public Enemy No. 1° 


« 


“Police can’t catch him. Jails won't hold him. 
He is entirely beyond the Law. . . Public 
Enemy No. I—DISABILITY........ ee 


O reads a striking new presentation of the dis- 

ability hazard and the one invulnerable pro- 
tection against its financial ravages—PACIFIC 
MUTUAL NON-CANCELLABLE INCOME IN- 
SURANCE. 


"Public Enemy No. |" will interest you—and im- 
press your clients. Secure a copy from home 
office or local representative. 


Founded 1868 


acitic Mutual Lite 


Insurance Company sratrenn 


GEORGE 1.COCHRAN, pnesioent 
Home Office 


Los Angeles, California 


Assets 
Over $198,000,000 

















fee + Liability 





for every 





That's the story of financial stability one 
reads in Pilot's Financial Statement. 


Also... 
Gains of Insurance in Force 
Gains in Surplus and Assets for the year 1933. 


Completed Ist Quarter 1934 
with substantial gains. 







J.M. Waddell 
Agency Manager 


Emry C. Green 
President 


_PILOL LIFE 


L INSURANCE COMPANY 


Greensboro, North Carolina 


THE THE PILOT 
ee 


Life. He joined the head office staff 
three years ago. 


Seitz to Assist Barth 


J. Charles Seitz, formerly of Chicago, 
who has joined the Guarantee Mutual 
Life of Omaha with the title of actuary, 
will be associated with and will assist 
John W. Barth, who has served as actu- 
ary of the company since 1916. L. Al- 
fred Stocking, who had been assistant 
actuary since 1927, has resigned be- 
cause of ill health and has moved to 
Colorado for medical treatment. 

In 1931, when the Guarantee Mutual 
Life was changed to a legal reserve 
company, Mr. Seitz was selected to de- 
vise a new accounting system and install 





a modern plan of departmental opera- 
tion for the home office. Mr. Seitz is 
a former member of the board of gov- 
ernors of the American Institute of 
Actuaries and at one time was editor of 
the institute’s record. He served two 
years as chairman of the examination 
committee of the institute. 





Johnston in New Orleans 


NEW ORLEANS, June 28.—G. F. 
Johnston, divisional group insurance 
sales manager for the Metropolitan Life, 
was here for conference and sales talks 
with New Orleans and Louisiana repre- 





sentatives. He is optimistic over busi- 
ness conditions. 








NEWS OF THE COMPANIES 





Plot Thickens 


Illinois High Court Invalidates Transfer 
to Peoria Mutual Life, But New 
Complications Develop 


Peoria Life 








After a few weeks of comparative ob- 
scurity, the Peoria Life situation has 
blossomed out with a number of new 
developments. 

The most important development was 
the decision of the Illinois supreme 
court, holding invalid the order by which 
the late Judge Niehaus of Peoria 
awarded the business of the Peoria Life 
to the proposed Peoria Mutual Life. 
That decision clarified the atmosphere 
considerably and should leave the way 
without much obstruction to the dis- 
position of the Peoria Life business 
through regular court and insurance de- 
partment procedure. 

Another development was the filing 
of a petition by James B. Wolfenbarger, 
former counsel of the Peoria Life, ask- 
ing that the receiver of the Peoria Life 
be removed and the company be re- 
stored to a going status. Wolfenbarger 
said he was representing interests who 
propose to put up $4,000,000 to rehabili- 
tate the company: It turned out that 
he was acting for E. S. Parrish, presi- 
dent of the State Life of Illinois, who 
seems to have access to a batch of mort- 
gages or trust certificates. Associated 
with Mr. Parrish in this venture are 
understood to be W. A. Fox and W. B. 
Swift, directors of the State Life of Illi- 
nois. Action for a receiver for the State 
Life of Illinois was brought some time 
ago and the matter is now before a 
master. 

Then another development was the 
filing of a petition in the United States 
district court at Springfield, Ill., asking 
that the Peoria Life be placed in federal 
trusteeship under a recent amendment 
to the national bankruptcy act. The 
petitioning creditors are Fred Matalone, 
Harry Rogers, W. C. Phelon, James 
Goditus and Benjamin Seelager. They 
asked that the state receivership be 
placed aside and a federal trustee be 
placed in charge of reorganizing the 
company. Attorney W. V._ Fackler 
brought the action. 

In order to protect the investment of 
the Peoria Life in the Hotel Pere Mar- 
quette, Circuit Judge Daily signed an 
order for the receiver to pay $52,000 in 
accrued interest to obtain extension of 
a mortgage for $950,000. The life insur- 
ance company owns 90 percent of the 
preferred stock in the hotel building 
corporation. In addition, a second mort- 
gage for approximately $80,000 and an 
unsecured obligation of the building 
corporation for more than $200,000, are 
held by the insurance company. 


Origin of the Mortgager 


Attorney Fackler was formerly con- 
nected with the Chicago Title & Trust 
Co. When the National Life, U. S. A., 
was placed in receivership, he brought 
an action to have that company brought 
under the federal bankruptcy act. In 
that case, he was acting for James H. 











Benjamin, an operator who had an 
option to buy the National Life, U. S. 





A., the option being renewed several 
times. Finally, when the National Life, 
U. S. A., refused to renew the option, 
officials of that company got the idea 
that Benjamin might bring receivership 
proceedings in the federal court and In- 
surance Director Palmer was therefore 
requested to bring such proceedings in 
the state court. 

It turns out that the securities which 
Mr. Parrish and his associates offer for 
the rehabilitation of the Peoria Life are 
participation certificates in a trust com- 
posed of mortgages that the former 
Foreman National Bank & Trust Co. of 
Chicago and A. G. Becker & Co. of Chi- 
cago brought out. The trust is now in 
the hands of a reorganization commit- 
tee. There are mortgages with a face 
value of about $4,000,000 behind the 
trust. What Mr. Parrish proposes is 
that these participation certificates be 
posted with the Reconstruction Finance 
Corporation for a $1,000,000 loan. With 
the proceeds the participation certificates 
could be purchased from the present 
owners and the Peoria Life would have 
mortgages with a face value of $4,000,000 
to be entered as assets. against which 
there would be the liability of only a 
$1,000,000 loan to the Reconstruction 
Finance Corporation, making the com- 
pany very solvent indeed. 


Abraham Lincoln Life Report 


Springfield, IIL, Company Comfortably 
Situated in Reconstruction Task— 
Department Makes Hints 











The Abraham Lincoln Life of Spring- 
field, Ill., is now engaged in reforming, 
reshaping and reconstructing its invest- 
ment portfolio, in line with the recom- 
mendations made in the report of an 
examination by the Illinois insurance de- 
partment. The company has had a num- 
ber of problems to face, but its situa- 
tion is now comfortable and the task of 
reconstruction is being faced with com- 
posure and is being handled intelligently. 
The company pulled through the depres- 
sion successfully and is now on top of 
the situation. 

“The matter of policy loans, cash sur- 
render values, granting extended and 
paid-up insurance and the payment of 
death, disability and health claims was 
thoroughly gone into,” the examination 
stated. “From this check it was found 
that the company is prompt in the pay- 
ment of policy claims upon proper proof 
and settlements are made in accordance 
with the various contracts. In connec- 
tion with cash loans and surrenders the 
company is at the present time meeting 
all demands upon proper affidavit being 
presented in compliance with the regu- 
lations thereto as formulated by the IIli- 
nois insurance department.” 

The Abraham Lincoln Life has a 
hed official staff, headed by H. B. 

ill. 


Some Recommendations Made 


The company, the insurance depart- 
ment states, should take full cognizance 
of its condition as reflected by the report 
and strictest economy should be prac- 
ticed. The acquisition of additional cap- 
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ital which would enable the company to 
write a larger volume of new business 
is highly desirable. 

No further dividends should be paid 
stockholders until the company’s condi- 
tion is materially improved and approval 
is first secured from the department. 

The company should establish a fair 
rate of depreciation for its home office 
and other properties and charge the 
same annually on its books. 

The company should continue to 
make every effort to convert its mort- 
gage loans into bonds of the Home 
Owners Loan Corporation to improve 
the status of its mortgage loans and 
liquidity. Every effort should be made 
to liquidate the loans owned by the 
company in excess of $50,000 as the size 
and condition of the company does not 
warrant loans in such amount. 


Compliance With Investment Law 


The officers should, within 90 days, 
place the voting power of the common 
stock they own personally of the Abra- 
ham Lincoln Hotel Company in the in- 
surance company to protect its invest- 
ment in the preferred stock of the hotel 
company. 

Strenuous efforts should be made by 
the management to bring the company’s 
investments in conformity with the pro- 
visions of the investment act of 1933 by 
July 1, 1935. 

As of Dec. 31, 1933, total assets 
amounted to $13,341,720, total liabilities 
except capital $13,058,682, capital $200,- 
000 and net surplus $83,039. 

Salaries have been reduced in the last 
year or so. 

The Abraham Lincoln issues regis- 
tered policies and as of Dec. 31, 1931, 
the company had on deposit with the 
Illinois insurance department securities 
with a par value of $2,707,305 to cover 
such policies. Dividends to stockholders 
were omitted in 1933. 

Total income last year amounted to 
$3,359,668 and total disbursements $2,- 
804,013, leaving an excess of income 
over outgo of $276,805. The principal 
items among the assets were real estate 
$2,293,377, mortgage loans $5,790,073, 
policy loans $2,129,464, bonds $1,970,379, 
stocks $404,164, cash $457,302. 


Judgment for Commissions 


The report refers to a judgment in the 
amount of $22,000 that was secured in 
the lower court as the result of a suit 
for $66,000 instituted by H. L. Hopwood 
of Columbus, O., for the collection of 
commissions in connection with the re- 
insurance of the Springfield Life by the 
Abraham Lincoln. A motion was made 
for a rehearing but this motion was de- 
nied April 14 of this year. Since the 
case is now before the United States 
district court of appeals, the insurance 
department has included 60 percent of 
the judgment or $13,200 as a liability. 

The health and accident department 
shows a favorable loss ratio and its ex- 
pense ratio should -be reduced after 1936, 
when the so-called Fouche contract for 
payment of commissions matures. 





Bondsman Held Not Liable 


Surety on S. C. Qualifying Bond of 
Failed Life Company Not Liable 
for Surrender Value 








The South Carolina supreme court 
has held that the Fidelity & Deposit is 
not liable, as surety on the South Caro- 
lina qualification bond of the defunct 
Lincoln Reserve Life of Birmingham, 
Ala., for the cash surrender value of 
policies in the Lincoln Reserve held by 
South Carolina policyholders. The bond 
in the Fidelity & Deposit was condi- 
tioned to pay any judgment entered up 
against the company for which the bond 
was issued. in any court of competent 
jurisdiction in South Carolina. 

Since the bond was conditioned for 
the payment of judgment only and the 
claims of the policyholders are admit- 
tedly only unsecured accounts, the bond 
is not liable therefor. The policyholders 
who brought the action were Nofal and 





. Crofland. The bond was in the amount 

of $20,000. The Lincoln Reserve was 
reinsured, with lien, by the Protective 
Life of Birmingham. 





Missouri State’s Famous 


$800,000 Loan Is Litigated 


The noisome deal, by which the old 
Missouri State Life loaned $800,000 to 
Julius Barnes, Frank Cohen and others 
for purchase of stock in the Kentucky 
Home Life, is being litigated in the 
courts in Wilmington, Del. The loan 
was first made by some of the St. Louis 
banks, with the proviso that the Mis- 
souri State Life would take over the 
loan, which was done, Jan. 5, 1933. The 
loan was made to the Insurance Equi- 
ties Corporation of which Barnes and 
Cohen were the controlling interests. 

Foreclosure proceedings have been 
brought in Wilmington against the In- 
surance Equities Corporation in connec- 
tion with the $800,000 loan. Receivers 
for the Insurance Equities have filed an 
answer, contending that the loan was 
not executed with authority of the cor- 
poration and that the whole deal was 
made by Frank Cohen and that the de- 
livery of collateral was improper. In a 
cross bill, receivers of the Insurance 
Equities Corporation request that the 
General American Life be compelled to 
return the collateral and that the deal 
be declared null and void. 

Proceeds of the loan were used by 
Cohen and Barnes to buy out the in- 
terests of A. M. Greenfield in the Ken- 
tucky Home Life. Those three men 
originally were together in organizing 
the Kentucky Home, but they had a 
falling out. 








Attorneys for Company Ask 
$80,000 in Receivership Case 





A hearing is being held this week in 
St. Louis on the claims for $80,000 in 
attorneys’ fees in the Continental Life 
of St. Louis receivership case. Theodore 
Rassieur, chief counsel for the defense, 
is seeking $40,000 in fees, and Frank 
Pace of Little Rock, Ark., associate 
counsel, $25,000. Judge A. D. Nortoni, 
former general counsel of the Continen- 
tal, is seeking $15,000 and E. B. Toler, 
agent for the court in charge of the 
company’s assets between Jan. 3 and 
May 25, is seeking $15,000 compensation. 
Judge O’Neill Ryan, who heard the re- 
ceivership case, was indignant at the 
preliminary hearing over Mr. Toler’s 
claim, stating that Mr. Toler knew that 
the maximum salary for the job was 
$150 a month at the time he was ap- 
pointed. Judge Ryan expressed the be- 
lief that the court could not allow more 
than $150 a month. Commissioner 
O’Malley said he regretted the insur- 
ance department was not in a position 
to pay Mr. Toler more than $150 a 
month as he had rendered excellent 
service. 

A. A. Ridge, insurance department at- 
torney, held that the defendant attor- 
neys were not entitled to the fees they 
seek because the company had no right 
to obligate itself. Judge Ryan asked the 
attorneys to submit briefs and he will 
give a decision in the fall. Judge Ryan 
has allowed P. B. McHaney, attorney 
for the insurance department, $1,200 for 
expenses and the question of special fees 
to be allowed the other attorneys has 
not come up. Bills for services of exam- 
iners and appraisers were filed. 





Kansas City Life Reports 

KANSAS CITY, MO., June 28.— 
Kansas City Life semi-annual report 
shows $44,596,000 in new life insurance 
issued in the first five months, as com- 
pared with $26,396,000 in 1933. Death 
claims totaled $883,416, or 45.75 percent 
of the expectancy, as compared with 61 
percent a year ago. 

Farm loans have been reduced $1,837,- 
279, and city real estate loans $696,029. 
Average earnings on all loans are 5.62 
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INDIANAPOLIS, INDIANA 


Accumulative, Income-Building Agency Contracts 











Group Accident and Sickness 
Now Active 


All group lines are experiencing renewed 


activity —- none more so than accident 
and sickness. ‘It is satisfactory to handle 
because 


It may be paid for entirely by 
employees and frequently is. 


It is issued to groups as small as 

twenty-five. 

Employees insured against occu- 

pational hazards want full protec- 

tion. 
Our group experts will be glad to help 
you get business from: concerns you 
know without expecting any part of the 
commission. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 














16 THE 


NATIONAL UNDERWRITER 


June 29, 1934 























THE 
Mitknerian LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
NEW YORK CITY 


Founded 1850 THOMAS E. LOVEJOY, President 





Preferred Risk Endowment 
Family Income Salary Savings 
Retirement Annuity Double Indemnity 


Life 
Modified Life 
Disability 











Opportunity for managers 


Desirable Territory 


rok qualified men there is a liberal and profit- 

able manager’s contract. The men chosen will 
work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 
80 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 
and double indemnity. 


If you are interested in a manager's contract that 
offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 
Cincinnati, Ohio 














percent. Bond holdings totaled $12,832,- 
400 on May 31. Of this amount $5,737,- 
600 were United States governments. 
Cash was more than $1,250,000. Policy 
loans are reported about normal. 





Indict Rose, Nee Rosenthal, 
in National Security Case 





Indictments in federal court at Los 
Angeles have been returned against offi- 
cials of the National Security Life, an 
assessment concern of Los Angeles, 
charging use of the mails to defraud 
policyholders. Nine officials have been 
arrested. The president of the concern 
is Abe L. Rose. Until 1931, Rose was 
known as A. L. Rosenthal and was 
president of the Sterling Casualty of 
Chicago, also an assessment concern. 
In that year he went to Los Angeles 
and began bombarding the country 
with direct-by-mail literature. He seems 
to have been interested in several other 
assessment concerns. The National Se- 
curity Life has been one of the non-ad- 
mitted concerns that has caused many 
insurance departments much vexation. 
Rose or Rosenthal, before being located 
in Chicago, made his headquarters in 
Milwaukee. 

Among the complaining witnesses are 
Mrs. Elizabeth Moran and Mrs. Kath- 
erine E. Arnold, of Chicago. 

In the literature, according to federal 
authorities, the National Security of- 
fered to sell $3,000 insurance protection 
for $1, but inspectors said they had the 
names of 200 beneficiaries whose claims 
had been thrown out for various tech- 
nical reasons. 

In addition to Rose or Rosenthal, 
others indicted were Donald L. Rose, 
Sidney G. Rose and O. M. Rosenthal, 
vice-president; D. S. Kent, secretary, B. 
Kent, cashier, B. Abrams, secretary ex- 
officio, A. D. Krieger, legal adviser, and 
Dr. G. H. Lew, medical director. 

The indictment lists a number of 

other concerns under which, it is 
charged, Rose and his associates oper- 
ated, they being Sterling Underwriters, 
Inc., Sterling Penny-A-Day, Ltd., Ster- 
ling Policies, Sterling Association, 
United States Life Association, Sterling 
Security Life Association, National Se- 
curity Association, Pacific National As- 
sociation, Guaranty Union Life Insur- 
ance Company and American Agency. 
_ The indictment charged that company 
literature claimed the National Security 
Life had $45,000,000 insurance in force, 
while as a matter of fact the concern 
never had more than $10,000,000. 

Investigators state that more than 50,- 
000 persons have purchased policies in 
the National Security Life Association. 
Investigators say they have telegraphed 
instructions to Chicago for an investiga- 
tion there of the several concerns Rose 
or Rosenthal and the other defendants 
were charged with having operated be- 
fore going to Los Angeles. 





Reinsures Negro Weekly Line 


The Federal Union Life of Cincinnati 
has disposed of its Negro weekly indus- 
trial business, which was taken over re- 
cently from the American Bankers of 
Jacksonville, Ill., to the All-States Life 
of Montgomery, Ala. The latter com- 
pany already has a small weekly busi- 
ness. Most of the business disposed of 
is in Ohio, West Virginia and Kentucky. 
The deal takes effect as of July 2. 





May Have New Home Office 


The Acacia Mutual Life of Washing- 
ton, D. C., is planning to erect a new 
home office building facing Capitol 
Plaza, providing the Home Owners 
Loan Corporation purchases the pres- 
ent home office building. The present 
home office of the company is one of 
the most striking structures in the cap- 
itol district in Washington. The HOLC 
is overcrowded in its present quarters 
in the new postoffice department build- 
ing and some of its branches are already 
located in the Mather and Standard Oil 
buildings. Sale of the building is being 





negotiated and the results will probably 
be known next week. 

The new projected home office of the 
Acacia Mutual would be at New Jersey 
and Louisiana avenues. 





Yeomen Mutual Increase 


DES MOINES, June 28.—Increases 
in assets and in new business and a sub- 
stantial decrease in policy loans for the 
past 12 months are reported by the 
Yeomen Mutual Life in the annual re- 
port of President A. H. Hoffman. As- 
sets have increased nearly $500,000 in 
the last two years, rising from $24,- 
047,861 in May, 1932, to $24,531,058 in 
May, 1934. Cash position is seven times 
stronger than it was in 1932. 

New business has increased more than 
16 percent the first five months of 1934, 
and in the same period policy loans 
have decreased approximately 5 percent, 

Over $5,000,000 was paid during the 
past year to beneficiaries and _ living 
policyholders, bringing the total pay- 
ments to $66,000,000 since the company 
was founded, 2 





Pays Out Nearly 10 Million 


DES MOINES, June 28.— The 
Bankers Life of Des Moines paid $9,- 
801,350 to beneficiaries and policyhold- 
ers during the first five months of 1934. 
Beneficiaries received $3,439,100 of this 
total and policyholders $6,362,250. Pol- 
icy payments in May totaled $1,186,424 
of which $678,250 was paid to bene- 
ficiaries in the form of death losses and 
$1,208,174 was paid to policyholders in 
the form of dividends, annuity pay- 
ments, disability payments, income to 
insured payments and surrender values. 
The dividend item totaled $338,859. The 
largest group of death losses during the 
month was on policies in force from six 
to ten years. 





Organize Midwest Minute Men 


V. L. Thompson, sales manager for 
the Midwest Life of Nebraska, is or- 
ganizing the “Midwest Minute Men” 
among the company’s agents. The re- 
quirements are that members must pass 
a written examination on the fundamen- 
tals of life insurance, master at least 
three organized sales presentations and 
meet certain production and prospecting 
requirements. 





New Funeral Benefit Company 


A 99-year charter has been granted 
to the Final Assurance Company of 
Oklahoma City, with $50,000 capital 
stock. It will operate on an old line 
life basis, writing small policies espe- 
cially for burial insurance. A. M. Street 
and J. M. Draper, undertakers there, are 
the organizers. 

Writings will be confined to Okla- 
homa City, with J. M. Draper as agency 
manager. Policies will be limited to 
$175, $250 and $325 benefits, at a pre- 
mium basis of $55 for age 20 years to 
$146 at age 70, for the $175 policy. 


To Liquidate Hartford Life 


Steps have been taken to liquidate 
the Hartford Life, since payments in 
distribution of the men’s and women’s 
safety funds have been made. 


Three Officials Indicted 


JERSEY CITY, June 28—Alfred Holz- 
man, Robert Ellison and Benjamin EIli- 
son, all officers of the Prudence Mutual 
Benefit and the Veterans Square, have 
been indicted and placed under arrest by 
the Hudson county authorities charged 
with false advertising and failing to pay 
death claims. The Prudence Mutua 
Benefit has been roaming over the coun- 
try, doing business by mail. Mr. Holz- 
man came to this city from Chicago 
where he was a well known life insur- 
ance man. In the advertisement it was 
stated that the trio owned a place which 
they called “Happyland” at Lake Ge- 
neva, Wis. According to the authorities 
no such property is owned bv them at 
this lake. 
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LIFE AGENCY CHANGES 





Spencer Toledo General Agent 





Penn Mutual Superintendent of Agen- 
cies in West Placed in Charge 
of Ohio City 





The Penn Mutual Life has appointed 
Charles E. Spencer as general agent in 
Toledo. He takes the place of John P. 
Gomph, who has resigned because of 
serious illness, When Mr. Gomph has 
recovered his health he will join the 
agency’s personal producers. 

Mr. Spencer joined the Metropolitan 
in 1924. After five years in that posi- 
tion he became a member of the Penn 
Mutual’s Ralph G. Engelsman agency 
in New York City. He graduated from 
the New York University life insurance 
training course in 1930, and was ap- 
pointed a supervisor by Mr. Engelsman. 
This was followed by graduation from 
the company’s agency building school. 
His record in the Engelsman agency led 
to his selection as superintendent of 
agencies in the central region, with 
headquarters in Chicago. 

Littig with National Life 

The National Life of Vermont has 
appointed A. E. Littig of Davenport, Ia., 
as agency supervisor, to cooperate with 
the agencies in the middle west. Mr. 
Littig has had a long experience in 
life insurance as executive officer of the 
Register Life. He will continue his 
residence in Davenport and work in 
cooperation with midwestern general 
agencies. 


Manss Now Associate Head 


John Manss, who since going to Cin- 
cinnati some time ago, has been super- 
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THE SERVICE LIFE'S EXPAN- 
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visor in the C. J. Iredell general agency 
of the Penn Mutual, has now been made 
associate general agent. Mr. Manss 
formerly was a successful producer for 
the Penn Mutual in Florida. 





Forker, Davis Promoted 


The Pacific Mutual Life has promoted 
Floyd Forker to assistant manager of 
the home office agency. Mr. Forker has 
been with the agency since 1925, being 
a part-time agent while attending Stan- 
ford University and becoming a full-time 
producer upon his graduation in June, 
1927. Mr. Forker was one of the first 
agents in Los Angeles to qualify for the 
C. L. U. degree in 1929. In 1930 he 
was appointed agency analyst and head 
of the service department. G. L. Davis, 
assistant manager, who will complete 
his 25th year of service with the agency 
in July, has been made agency super- 
visor and counsellor and will work in 
close cooperation with older agents. 
Heretofore his duties have been con- 
fined chiefly to office management. The 
agency will hold a special sales cam- 
paign in July in honor of Mr. Davis. 
The appointments were made at a 
luncheon at which Manager John H. 
Russell spoke on production problems, 
stressing consistency inprospecting. 


Col. O. W. W. Mull 


Col. O. W. Mull has been appointed 


assistant manager in the Prudential’s 
ordinary agency in Davenport, Ia., effec- 
tive June 1, and will be located at and 
have charge of the Cedar Rapids, Ia., 
territory. He is commanding officer of 
the 349th Infantry Reserve Regiment. 
He was formerly general agent for the 
Register Life at Cedar Rapids. 


W. L. Vogler 


The American National of Galveston 
has opened an intermountain branch at 
609 Continental Bank building, Salt 
Lake City, with W. L. Vogler as man- 
ager. He has been in life insurance 15 
years, 10 with the Prudential in Denver, 
and the past five with the Continental 
Life of St. Louis. 





G. H. Lewis 


G. H. Lewis, Little Rock, has been 
appointed Arkansas manager of the 
United Mutual Life of Indianapolis. He 
formerly was Arkansas manager of the 
Pyramid Life of Kansas. 


Claude C. Jones 


C. C. Jones, Jr., has become a part- 
ner with his brother, G. K. Jones, pres- 
ent Indianapolis general agent of the 
Connecticut Mutual. Starting as a rep- 
resentative of the company under the 
direction of his brother, Claude Jones 
has been associated with the Connecti- 
cut Mutual and its Indianapolis agency 
since 1924, 





Roy W. Wallack 


Roy W. Wallack has been named 
manager ordinary department for the 
American National in Denver. He was 
formerly manager in Denver for the 
Continental Life of St. Louis. 


Oregon Mutual Life 


H. E. Coolidge, LaGrande, Ore., 
manager, has been transferred to Spo- 
kane, Wash., as district manager of the 
Oregon Mutual Life. He is succeeded 
at LaGrande by F. M. Fox. W. T. 
Bruce, who has been assistant to Mr. 
Coolidge, also goes to Spokane. A new 
office has been established in Whitman 
county, Wash., with T. Henry of Col- 
fax as manager and Kenneth Driskill 
of Pullman as assistant manager. 


E. G. Gauspohl 


E. G. Gauspohl has been appointed 
supervisor of the Cincinnati agency of 
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with a Management willing to adopt 
new ideas when to the best interests of 
Policyholders and their Beneficiaries. 


The Federal has been selected by many of the lead- 
ing newspapers throughout the country to under- 
write the Reader Service Accident Policies which 
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POLICYHOLDERS. 


‘“‘It Is Easy to Grow with a Growing Company’’ 
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If you are the man to develop one of these agencies, 
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LIZINIG TWALAW 


WHEN YOU NEED it most, life insurance will be ready 
to serve you: as a credit index, as an emergency 
reserve fund, as a retirement fund. When your family 
needs it most, life insurance swings into action for it 
alone, of all investments, is governed by events and 


not by time. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


300 BROADWAY, NEWARK, NEW JERSEY 











Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 


It Concerns Contract Direct 


— With the Company 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies, 
me Liberal Contracts. 


THE CAPITOL LIFE . 


Insurance Company 
DENVER, COLORADO 


the Life of Virginia. He has been en- 
gaged in the business since 1932. 





Clark P. Cory 

The Union Central Life has estab- 
lished an agency at Chillicothe, O. to 
serve south central Ohio and has ap- 
pointed Clark P. Cory as manager for 
ten counties, including such cities as 
Portsmouth, Ironton, Gallipolis and 
Wellston. The Union Central now has 
Ohio agencies at Cincinnati, Cleveland, 
Columbus, Dayton, Toledo, Zanesville 
and Chillicothe. 





L. J. Denson 


L. J. Denson has been appointed Miss- 
issippi general agent for the Jefferson 
Standard Life, with headquarters at 
Jackson. He has been general agent of 
the American Life of Birmingham. 





Don P. Pierce 


Pierce & Co. have been appointed 
general agents in Topeka, Kan., for the 
Lincoln National Life, with offices at 
700 Jackson street. Don P. Pierce, the 
principal in the agency, has been in the 
insurance business for ten years and has 
an excellent record of agency building 
and personal production. He has been 
oe? agent of the Federal Reserve 

ife. 





J. K. Corkery, J. J. Schiffner 


J. K. Corkery has been appointed Spo- 
kane, Wash., manager of the New 
World Life to succeed J. J. Schiffner, 
resigned. 

All eastern Washington agencies have 
been placed under the Spokane branch. 
Mr. Corkery has served the New World 
for the last four years as agency super- 
visor for eastern Washington. 





Life Agency Notes 


violating the order of the department re- 
specting misrepresentations in the sals 
of policies and with twisting. 


Club Presidents Announced 


The presidents of the two Lincoln 
National Life honor sales clubs have 
been announced. Clyde Chaddick of 
San Antonio has won the presidency of 
the Emancipator Club and Howard 
Lawrence of Newark is president of the 
Circuit Rider Club. The selections are 
based on volume of business, persistency 
of business and large average sized 
policies. 


“PACKAGE” 
. SELLING 


is here to stay » » » 





Most Complete and 
Salable "Package" 


GUARANTEED INCOME 
CONTINUATION PLAN 


Provides any desired 
Monthly Income of the 
Same Amount to cover 


ACCIDENT OR ILLNESS 
EARLY DEATH 
OLD AGE DEPENDENCY 
LACK OF CASH 











The Guarantee Mutual Life of Omaha, | 
Neb., has appointed F. E. Petty district 
representative at Fort Wayne, Ind. 

G. E. Dale, Oklahoma City, has been 
appointed general agent for the Modern 
Life, which was recently licensed in the 
state. 

H. C. Ball, former agent in Cleveland 
No. 1 district of the Prudential, has been 
promoted to assistant superintendent in 
Cleveland No. 3. 

D. A. Gates, Sabula, Ia. has been 
named district agent for the Mutual 
Benefit Life in Jackson, and parts of 
Clinton and Dubuque counties. 

The Ohio State Life has appointed 
A. A. Dorsey agency supervisor at Cleve- 
land. He has been with the Penn Mu- 
tual, Travelers and Metropolitan Life. 
John Dixon of Waukegan, a former 
commercial salesman, has been = ap- 
pointed district agent in that city by R. 
J. Wiese, general agent State Mutual, 
Chicago. 

J. O. Giles, south Texas agency super- 
visor for the Fidelity Union Life of Dal- 
las, has been transferred to San An- 
tonio and will be in charge of southwest 
Texas. 

H. H. Ellis, Terre Haute, Ind., has been 
named manager of the’ Shelbyville 
(Ind.) district of the Metropolitan Life, 
succeeding A. L. Whadcock, who is re- 
tiring temporarily because of illness. 

G. E. Owens, Saginaw, Mich., has been 
appointed district manager for. the 
Massachusetts Protective group, which 
includes the Massachusetts Protective, 
Paul Revere Life and Massachusetts Pro- 
tective Life. 


Nebraskan’s License Suspended 


Insurance Director Herdman of Ne- 
braska has suspended for 90 days the 
licence of G. C. Meierjurgen to sell life 
insurance. Meierjurgen is a veteran in 
the service, and has been selling a large 
volume of business in Gage and Pawnee 
counties, out of his Omaha office, for 
the Lincoln Liberty Life. Formal com- 


plaint was recently filed with the depart- 
ment by the Beatrice Life Underwriters’ 








! Association, charging Meierjurgen with 
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Abraham Lincoln 
Life Insurance Company 
Springfield, Illinois 


H. B. Hill, President 
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They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was 
contract, and so free was it from pm 
fusing technicalities and restrictions that 
we were told we'd get “burnt.” 

But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
haven’t been burnt. 

Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. 

Send in the coupon for further infor- 
mation. 


INTER-OCEAN CASUALTY 
COMPANY y 












Executive Office 


CINCINNATI-ONIO 
pay Biden Cleetanatl, Ohle. : 
Please send me information regarding your acc!- 
] dent and health policies. | 
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LIFE COMPANY 


CONVENTIONS 





Macaulay Club in Meeting 


Agents of Sun Life From Many Coun- 
tries Gather at Banff 
Springs 








Members of the Macaulay Club of 
the Sun Life from many countries are 
meeting this week at Banff Springs, 
Alberta, Canada, in their annual gather- 
ing. The convention which started 
Tuesday will continue through Friday 
with three morning business meetings 
addressed by Arthur B. Wood, president 
and managing director Sun Life; T. B. 
Macaulay, chairman of the board; J. N. 
Mertz, manager of one of the Montreal 
branches; R. H. Finger, manager Pitts- 
burgh; E. A. Macnutt, vice-president 
and treasurer; George H. Harris, super- 
visor of field service. 

G. S. France, Manchester, England, 
is president-at- large of the club, and 
E. A. Irwin, Wilmington, Del., vice- 
president-at- large. Departmental vice- 
presidents are: Canada, Roy S. Dale, 
London, Ont.; eastern United States, 
A. W. Doenges, Chicago, and western 
United States, Albert Eschner, Los 
Angeles. 

Among the entertainment features are 
golf tournaments and a drive to Lake 
Louise. 





Two Minneapolis Managers 
Speak to Great West Men 


F. T. McNally of Minneapolis, gen- 
eral agent Massachusetts Mutual Life, 
and L. J. Lynch of the same city, gen- 
eral agent John Hancock Mutual, went 
to Winnipeg to speak before the agents 
of the Great West Life Winnipeg 
branch, of which H. A. H. Baker is 
Mr. Lynch told of the im- 
portance of simplifying the sales presen- 
tation, claiming that this could be done 
only if the agent would learn that each 
prospect has his individual problem, and 





i then confine his presentation to the so- 
} lution of that problem, rather than to a 


discussion of life insurance. 

He struck a new note when he spoke 
of investments as being nothing more 
nor less than money management and 
as it had been proven that life com- 
panies were among the few that had 
successfully managed the moneys of 
other people during the last few years, 
they could make a logical appeal to the 
public on those grounds. 

Mr. McNally discussed the many 
problems which confronted present day 
life men, taking as his topic, “The New 
Deal in Life Insurance Necessitates 
New Markets.” He pointed out that 
the demand for the investment type of 
life insurance is here to stay, and that 
both the immediate and deferred annui- 
ties were becoming more and more pop- 
ular. “There should be a new deal in 
reinstatement,” he declared, “in order 
that the companies may get back the 
millions of insurance that had been 
lost. Efforts should also be directed 
toward having policyholders repay the 
loans on their policies so that the bene- 
ficiaries might be fully protected now 
as they were before.” 


Confer at Spirit Lake 


_ Agents of the Union Central Life 
from southwestern Minnesota and 
northwestern Iowa attended a two-day 
outing at Spirit Lake, sponsored by the 
H. T. Hampe agency at Sioux City. W. 
H. Cox, president, and Jerome Clark, 
vice-president, spoke over a nationwide 
telephone hookup. The Sioux City 
agency showed an increase of 170 per 
cent the first five months. 

Agents of the Iowa-Des Moines 
agency of the Union Central met at 
Marshalltown and heard the telephonic 


speeches from the home office. The 








meeting is usually held in Des Moines, 
but because of the sales record made by 
H. M. Van Hemert of Marshalltown, 
the meeting was held there in his honor. 


Schedule Lincoln National Meets 


The annual agency meeting of the 
Lincoln National Life will be held in 
two sections, the first at Asheville, N. 
C., July 9-11, attended by agents resid- 
ing east of the Mississippi. A western 
meeting will be held July 23-25 at Colo- 
rado Springs, Col. Honor salesmen in 
each division will attend the convention 
and home office officials will be honored 
guests and speakers. 


Columbus Mutual Convention 


Although the dates for the annual 
agency convention of the Columbus Mu- 
tual Life have not been definitely fixed, 
the meeting will be held either the sec- 
a or third week in August at Colum- 

us. . Gy, 


State Mutual 1935 Meeting 


The State Mutual’s annual agency 
convention will be held at the home 
office June 3-5 next year. 





Aetna Life Conference 


The Aetna Life will hold a regional 
meeting for the central portion of the 
country at the Lawsonia Club, Green 
Lake, Wis., Sept. 6-8. 
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BUDINGER AGENCY TOURNEY 


Agency Vice-president Rollin Young 
of the Franklin Life and W. C. Peck, 
supervisor from the home office in 
charge of Illinois territory, attended a 
golf party of the F. J. Budinger agency 
of Chicago held at Olympia Fields, Mr. 
Peck being host. The event was in 
recognition of the fact that the Budinger 
agency led all the company’s agencies 
in the country for production in the 50th 
year jubilee campaign conducted May 
16-June 15. 

ae 


ROCKWOOD COMPANY IN OUTING 


The Producers club of the Rockwood 
Company, Chicago agency, held its an- 
nual outing at Medinah Country Club. 
J. L. Baxter, manager fire department, 
won low net in the tournament and J. E. 
Rowland low gross. Mr. Rowland was 
elected president of the club, succeeding 
J. P. Hollowell. Harold Peterson is the 
new vice-president, Richard  Scarff, 
agent, becomes secretary, and L. F. 
Bond, comptroller and office manager, 


is treasurer. 
*x* * 


WIESE AGENCY GOING WELL 

The R. J. Wiese general agency of 
the State Mutual in Chicago stands 10 
percent ahead of last year to date in 
paid volume and is much farther ahead 
in premiums. New organization is pro- 
ducing 15 percent of this business. Mr. 
Wiese to date has paid for $250,000 per- 
sonally, including a $100,000 case for 
$3,800 cash premium secured this week. 
In the State Mutual’s “pageant of prog- 
ress” campaign he exceeded his quota 
set by the home office. Mr. Wiese in 
the last five months held an agency con- 
test, offering a special trip to the home 
office to his men qualifying by paying 
for 20 lives for at least $50,000 or eight 
lives and $62,500 of permanent insur- 
ance. Three qualified. Mr. Wiese will 
start with them by car to Worcester 


next week. 
*k * * 


NEW AGENT HANGS UP RECORD 

J. W. Cook, Jr., agent who started 
with General Agent A. A. DeLapp of 
the General American Life in Chicago 
Jan. 1 without previous life insurance 
experience, has maintained steady app- 
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ASSETS 
December 31, 1933 


$175,169,871.31 


INCOME OVER 
OUTGO 1933 


$4,831,493.77 
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Hot Weather Selling 


“Ice Breakers” are even more important in sum- 
mer selling than in winter. Fidelity has tried and 
proven tools which increase its agents’ opportuni- 
ties to gain a hearing and pave the way for more 
resultful interviews. 


Eye Appeal Effective 


These “ice breakers” bridge the critical first 
few minutes of the interview, capture attention, 
arouse interest and launch the agent into his sell- 
ing theme. Backed by a complete kit of modern 
policy forms Fidelity agents find these “ice break- 
ers” particularly useful in hot weather selling 
where interest must be captured quickly. 


Send for booklet, “The Company Back of the 
Contract” 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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a-week production from the first, never 
failing to get at least one application 
each week and averaging two a week. 
He formerly was a tire salesman. 

a. 


SOMERS HEADS NEW BRANCH 


The Continental Assurance has opened 
a Chicago branch office in suite 1260 
Field building with Roger W. Somers 
as manager. This has jurisdiction over 
Chicago territory. The office is much 
larger than the one formerly occupied 
by Mr. Somers as general agent of the 
company, occupying an entire wing. 
Lawrence Crump, unit manager associ- 
ated with Mr. Somers for some time, 
continues in that capacity in the branch. 





The telephone number remains un- 
changed, Central 9694. 
x * 


OBSERVE HUBBARD’S BIRTHDAY 


Members of the Chicago Association 
of Life Underwriters, June 29, will ob- 
serve the 80th birthday of B. V. Hub- 
bard, charter member of the associa- 
tion, past president and once a leader 
in the National Association of Life 
Underwriters. He is in the King Home 
for old men. i 


* 
EDWARDS SHOWS 20 PERCENT GAIN 


R. S. Edwards general agency Aetna 
Life, Chicago, gained 20 percent in May 
over May, 1933; family income and or- 








$60,000,000. 


half of 1934. 


month of our existence. 


L. A. WILLIAMS 
General Manager 





A Position of Strength 
with Constant Improvement 


We began 1934 with Fifty-four Million in force. 


Now, in the first six months of 1934 we are nearly 


Although in 1933 our lapse was 7.8%, it has 
dropped to about half that amount during the first 


We are going at a pace in 1934 that should break 
our own best production record, which was in 1929. 


Our mortality for the first half of 1934 will be but 
a little above 20% of the expected. 


Better selling methods, better risk selection, and 
better investments and investment position have kept 
us in a position to build stronger, and make gains each 


COUNTRY LIFE 


INSURANCE CoO. 
608 So. Dearborn St. 


CHICAGO, ILL. 




















dinary life each increased 16 percent, 
modified life reduced 13 percent, term 
reduced 5 percent, limited pay increased 
1 percent, endowment and life income 
plans increased 2 percent. 
* * * 
CHICAGO ACTUARIES IN OUTING 
C. E. Carlson, Continental Assurance, 
won first in the blind bogey contest at 
the annual outing of the Chicago Actu- 
arial Club. E. Wagner, Life & Cas- 
ualty, Chicago, won low net and W. J. 
Isaac, Central Life of Illinois, won in 
the tennis tournament. 
* Ok 
DR. HUEBNER CHICAGO SPEAKER 


Dr. S. S. Huebner, dean American 
College of Life Underwriters, will speak 
before the Chicago C. L. U. chapter 
July 10 on C. L. U. work. The meeting 
will be open to all life agents. 

a ae 
EQUITABLE NEARLY 50% AHEAD 


Chicago agencies of the Equitable of 
New York will close the first half year 
from 45 to 50 percent ahead of the same 
period last year in ordinary production, 
and far ahead in annuities and group. 
To date in June they had paid for 
$3,600,000. 

* * O* 


A. H. Hiatt, assistant general agent 
of the R. S. Edwards agency of the Aetna 
Life in Chicago, returned to his desk this 
barre following an operation for appen- 

icitis. 





~- 


[ NEWS FROM NEW YORK 




















DR. WARNER IS RETIRING 


Dr. H. S. Warner, medical referee 
for the Aetna Life in New York City 
for nearly 30 years, is preparing to re- 
tire from active medical service July 1. 

* * * 
GOES TO RECHT & KUTCHER 


J. E. O’Neill goes to the Recht & 
Kutcher general agency of the North- 
western Mutual Life in the Empire 
State building, New York City, as field 
supervisor. He will organize and train 
his own group in addition to doing per- 
sonal work. He was first associated 
with the Travelers and later with the 
Prudential. He served as agent, agency 
assistant, assistant manager, lecturer an¢ 
author. He has been life insurance 
counselor to the New York Telephone 
Company the last few years. 


Qualifies in Five Months 


E. H. Redlich of the home office 
agency of the Franklin Life qualified 
for the 1934 Quarter Million Club, the 
22nd consecutive time he has qualified 
for the Quarter Million or Half Million 





club membership. 








Angus O. Swink 


President 


Modern Plans of Protection 
Endowment Contracts 
Atlantic offers a complete line of Endowment Contracts—both 


participating and non-participating—the ideal combination of in- 
vestment and protection. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


William H. Harrison 
Vice-Pres. & Supt. of Agencies 

















NEWS OF LIFE POLICIES 
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Dividend Scale Is Increased 


General Aausion, Boosts Scale 50 
Percent on Missouri State and 
International Policies 








’ The General American Life announces 
a 50 percent increase in the present Mis- 
souri State Life and International Life 
dividend scales effective July 1. Only 
those dividends which before July 1, 
1934, were on a basis of 50 percent of 
the basic scale are being increased. In 
other words, the new dividends will be 
75 percent of the basic scale effective 
July 1. 

Those dividends which have never 
been less than 75 percent of the basic 
scale, such as dividends on the Missouri 
State’s special ordinary life annual divi- 
dend policy, remain on the 75 percent 
basic scale and therefore are not being 
increased. The dividend scale on this 
policy has never been less than 75 per- 
cent of the basic scale. 

It is emphasized that this increase 
should not be confused with dividends 
allowed by the General American Life 
on its own policies. 

The dividend action reflects credit on 
the successful management by the Gen- 
eral American officials in handling busi- 
ness of the two reinsured companies. 





Underwriting Rules Revised 





Fidelity Mutual Life Gives Its New 
Regulations with Reference to 
Retirement Incomes 





The Fidelity Mutual Life makes the 
following announcement regarding re- 
tirement income: 

“In the last few years the public has 
become annuity-minded, with the result 
that an increased number of applications 
is being received for the retirement 
income contract. While this is, of 
course, a form of annuity, the death 
benefit thereunder does result in an ap- 
preciable loss to the company should 
death occur in the early policy years. 
For this reason the hazard of the death 
risk in.the early years has demanded 
the consideration of a number of com- 
panies to the extent that various restric- 
tions have in some cases been imposed 
upon the issuance of retirement income 
contracts to seriously impaired risks. 
Some companies are going so far as to 
underwrite the plan practically as string- 
ently as regular insurance. 

“We ourselves have been studying the 
matter for some time and have been 
forced to recognize that the company 
is not justified in issuing retirement in- 
come contracts without giving some at- 
tention to serious physical impairments 
that produce an excessive early mortal- 
ity. The larger the amount involved, the 
greater the necessity for giving special 
scrutiny to such highly impaired appli- 
cants. On this account applications for 
more than five units of retirement in- 
come cannot be approved if the under- 
writing of the case places the subject 
in that seriously impaired group from 
which may be expected a high mortal- 
ity in the early years.” 





Northern Life’s “New Deal” 


The Northern Life of Seattle has 
made a number of changes, which it 
characterizes as the “new deal.” Two 
new accident and health contracts have 
been issued to be written with any 
form of life insurance. First year com- 
mission on accident and health written 
with life has been increased to 50 per- 
cent. Renewal commissions on accident 
and health written with life have been 
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tripled. Three new accident and health 
contracts have been issued that are to 
be written separately. This is a depart- 
ure from the practice followed by the 
company for 28 years and means the 
necessary establishment of a separate 
accident and health department. A new 
annual premium retirement annuity has 
been added. In _ effect, commissions 
have been increased on life insurance by 
making it much easier for agents to 
qualify for schedules B and A. 





Sun Quits Income Disability 


The Sun Life of Canada has discon- 
tinued the issuance of income disability. 
For some time the company has been 





writing a $5 per $1,000 income clause 
with six_ months waiting period. The 
waiver of premium clause with coverage 
to age 60 remains unchanged. 





Security Mutual, N. Y. 


The Security Mutual Life of Bingham- 
ton, N. Y., reports good success with its 
recently authorized juvenile policies, 
they being a 20-year endowment and a 
20-pay endowment at age 64. The only 
amount for which these policies may be 
written is $1,000 and the death benefits 
are graduated from $50, before age 1, up 
to the full amount at age 11. Cash and 
loan values start at the end of the third 
year and dividend allowances are made 
after the second year. 








NEWS OF LIFE 


ASSOCIATIONS 





Shugg Is St. Louis President 


Aetna Life Man Named to Head Asso- 
ciation There—Boom C. O. Fischer 
for National Honors 








ST. LOUIS, June 28.—A. P. Shugg, 
general agent Aetna Life, was elected 
president of the Life Underwriters As- 














A. P. SHUGG 


sociation of St. Louis at the annual 
meeting. He succeeds H. A. Moores, 
National Life of Vermont. 

Other new officers are: A. E. Miller, 
Northwestern Mutual Life, first vice- 





president; H. H. Cammack, John Han- 
cock, second vice- -president; directors, 
Mr. Moores and Harry Wuerten- 
baecher, Penn Mutual Life. 

E.G. Callahan, Metropolitan Life, na- 
tional committeeman, and E. A. Pickel, 
Phoenix Mutual Life, secretary-treas- 
urer, will continue in office until the 
next meeting of directors, when their 
successors will be named. Mr. Pickel 
has served as secretary for many years. 

C. O. Fischer, general agent Massa- 
chusetts Mutual Life, spoke on “Lessons 
Not Learned in Books.” He based his 
talk on the findings of Carnegie Insti- 
tute in a survey made to ascertain the 
more important factors for success in 
life insurance. It revealed that only 13 
per cent of those questioned placed 
technical training at the top of their list 
of success factors. He said that what 
a life insurance man may know is use- 
less unless he applies the knowledge. 

A resolution of the directors, urging 
Mr. Fischer’s election to a high office 
in the National Association of Life 
Underwriters, was unanimously ap- 
proved. 

* * x 

Mississippi.—Charles Luker, southern 
supervisor National Life & Accident, 
spoke. 

The Mississippi association has unani- 
mously endorsed S. R. Whitten, Jr., 
Jackson, for southern trustee of the 
National association, 

* * * 

Kansas City, Mo.— Willard Ewing, 
general agent Provident Mutual, was 
elected president. He succeeds W. E. 
Pendleton, general agent Home of New 
York. J. F. Trotter, Mutual Life of New 
York, was named vice-president; V. W. 
Wiedemann, Sun Life of Canada, first 
vice-president; D. R. Alderman, Kansas 
City Life, second vice-president, and 
George Maltby, Equitable Life of Iowa, 
Kansas City, Kan., secretary-treasurer. 
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Move Forward! 


HE financial position of this Company is 

stronger than ever before, with a record 
cash balance and no borrowed money. . . 
Entering the 23rd year of faithful service to 
the people of its territory. . . New Liberal 
commission and non-forfeitable renewal con- 
tract for competent underwriters. 


California-Western States Life 
Insurance Company 





Sacramento 











The annual outing was held in the after- 
noon with the dinner and election in the 
evening. The low gross prize at golf 
was won by C. R. Anderson, Kansas City 
Life. 

* * * 


Bay City, Mich.—C. N. Winston, Sag- 
inaw, explained the importance of vari- 
ous settlement options in life policies. 
“Settlement options,” he said, “are the 
only means whereby the insured can 
definitely provide for old age or prevent 
the dissipation of the insured estate by 
his family.” The next meeting will be 
in September. 





* * * 


Kearney, Neb.—W. FE. Lett, Equitable 
Life of Iowa, has been elected president; 
William Braden, vice-president, and 
William Whipple, secretary-treasurer. 

A special meeting was held with the 
caravan of the agency managers asso- 
ciation of Omaha. President Gillispie 
introduced new officers for the year, 
President Walter Lett, Vice-President 
William Braden, and Secretary-Treas- 
urer Whipple. F. B. Summers spoke on 
membership, C. A. Eyre on cooperation 
and legislation, N. E. Riggs on mental 
attitude. 

F. M. Croxson gave a talk on “What’s 
the Matter With Life Insurance?” 


e & -s 
Grand Rapids, Mich.—At the annual 


meeting D. J. Porter, Equitable Life of 
New York, was elected president, G. B. 





Skiff, New York Life, vice-president, R. 
W. Fuller, Northwestern Mutual, vice- 
president, J. A. Vanderwerf, Midland 
Mutual Life, secretary-treasurer. 

* * * 

Lincoln, Neb.— Lester O. Schrfver, 
second vice-president National associa- 
tion, spoke on agent training problems 
in the present changing world of busi- 
ness and economics, 

* * * 


Saginaw, Mich.—At the annual meet- 
ing officers were elected: President, A. 


F. Brogger; first vice-president, H. P. 
Baker; second vice-president, B. C 
Burns; director, J. M. Duncan. W. R. 


Howson was reelected secretary and L. 
F. Bennett treasurer. L. D. Johnson was 
again named national executive commit- 
teeman., 

* * * 


Indianapolis—The annual meeting of 
the Indianapolis association will be held 
June 29. J. E. Bragg, general agent 
Guardian Life in New York, will be 
speaker. New directors and officers will 
be introduced. The balloting is being 
conducted by mail. 

* * * 

Chiecago—The Chicago association de- 
parted from the conventional insurance 
subjects’ at the meeting June 28 and 
had as guest speaker Rear Admiral 
Wat T. Cluverius, former commandant of 
the Great Lakes naval station. His sub- 
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Outstanding Stability 


* Size, location, age —all are interesting factors as 
applied to a life insurance company but none of 
these compare in importance to Surplus above 


Liabilities. 


This item in a company’s financial statement is the true measur- 
ing rod which determines the strength and stability of the 


institution. 


With Admitted Assets of $16,616,706.65, the Guarantee Mutual 
Life of Omaha is one of the few companies having Surplus 
above Liabilities equal to 20% of its Legal Reserve. 


There may be larger and older companies in the United States, 
but it will be difficult to find one financially stronger or more 
safe than this sound and well managed purely mutual legal 


reserve company. 


A copy of our booklet, “An Analysis of Our 32nd Annual State- 


ment”, 


will be mailed to anyone interested in a complete 


review of our financial condition. 


Write for details of the excellent Agency op- 
portunities available in Twenty-seven states. 
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reasons. why 


Occidental Life zs. 
“Winning the West 


1. Highly-salable life insurance policy forms. 


2. A company of unquestioned financial sta- 
bility. 


3. A highly-satisfactory, liberal agency bonus 


contract. 


4. An outstanding advertising program that 


furnishes real live leads. 


Here are the four reasons why the Occidental Life Insurance 
Company of California has just concluded a banner year— 
why it will win still higher production marks during 1934. 


Agencies now in western states, Alaska, Canada, Hawaiian 
Islands and treaty ports of China. Openings available for live 
and aggressive agencies and men. 


Occidental Life Insurance Company 


of California 


Old Line Legal Reserve Life, Accident, Health 


Home Office, 548 S. Spring St., Los Angeles, Calif. 


V. H. Jenkins, Vice President, in charge of production. 








Special Service to 
the Field men an 
every day practice. 


The incréasing de- 
mand for Juvenile In- 
surance cannot be 
overlooked. We in- 
sure from birth. 


Accident & Health 
Insurance for men and 
women — Always a 
reliable source of in- 
come to the Field 
man. 


ICA 


Retirement Income. 
Life and Endowment 
Annuities at 50, 55, 
60 and 65. 


O 
L 
L 
C 
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The Old Line Life Insurance Co. of America 


Milwaukee 


Wisconsin 


ject was “Keeping on an Even Keel.” 
Admiral Cluverius is a fine inspirational 
speaker. The general agents and man- 
agers division of the association held 
its field day at the Knollwood Country 
Club June 27. Acting Chairman T. F. 
Lawrence, manager Reliance Life, was in 
charge of arrangements, 

* * * 


Wheeling, W. Va.—C. L. Van Camp 
was elected president at the annual 
meeting and sales congress. J. A. Mor- 
rison is first vice-president, J. N. Cook, 
second vice-president; J. R.. Paisley, 
secretary-treasurer. The directors are: 
O. J. Rizor, H. R. Keister, E. R. McKee, 
Cc. O. Law, F. T. Shepherd and J. W. 
Stephenson. 

At the sales congress three Pittsburgh 
general agents spoke. Robert Waddell, 
Connecticut Mutual Life, discussed ‘My 
Life Insurance Theory.” Holgar John- 
son, Penn Mutual Life, spoke on “New 
Highs for 1934,” and A. F. Haas, Con- 
necticut Mutual Life, concluded the pro- 
gram. 





* *K * 


Birmingham, Ala.—W. S. Owen, C. L. 
U., special agent Sun Life, has been 
elected president, succeeding T. J. Huey, 
who was presented a desk set in recog- 
nition of his services and of his 47th 
birthday. J. O. Ogle, Pan-American, was 
elected vice-president; R. E. Kasler, 
Commonwealth, secretary, and E. C. 
Armes, Travelers, treasurer. 

The new board of governors includes 
J. D. Wilcox, F. S. Chisolm, S. W. Ryan, 
E. H. Sessamen, E. C. Mason, F. A, Mc- 
Daniel, Roger Quincy, A. P. Longshore, 
Jr., H. DeBorde and P. E. Brown. Mr. 
Huey is chairman of the board and also 
national committeeman. 

C. Vivian Anderson, president National 
association, spoke on “Making a Will.” 
* * x 
Neenah-Menasha, Wis.—E. H. Nichol- 
son, actuary of the Fraternal Reserve 
Association, outlined the history of life 
insurance and its place in society at 
the Twin Cities association’s meeting. 
* *K x* 


Philadelphia—H. L. Smith, Harrisburg, 
Pa., general agent of the Northwestern 
Mutual, discussed “Pennsylvania Laws 
and the Underwriter’s Welfare.” Irvin 
Bendiner, New York Life agent and legal 
adviser, talked on ‘Go Up ’n’ See ’em 
Sometime.” 

* * * 


Galveston, Tex.— New officers are: 
Frank Simmen, president; Roy Keeling, 
vice-president, and Gaston Peek, secre- 
tary-treasurer. Directors are: Leon M. 
Blum, Roy Keeling, Frank Simmen, A. 
B. Crow, J. M. Grayson, William Morgan, 
E. E. Roberts and H. Gale Rogers. 

Mr. Rogers, who is agency manager 
of the Texas Prudential, spoke on ‘‘Who 
Is Afraid of the Big Bad Wolf?’ 

* * Xx 
Border Cities, Windsor, Ont.—R. P. 
Crichton has been appointed secretary- 
treasurer. 





* * x 
Syracuse—J. G. Harty, Berkshire Life, 
was elected president at the annual 
meeting, which was held on Cazanovia 
Lake. Vice-president is J. J. Letts, Mas- 
sachusetts Mutual; secretary, Henry 
Lipes, Phoenix Mutual; treasurer, G. W. 
Wolcott, Aetna Life; executive commit- 
tee, P. R. Chase, C. N. Clarke, S. L. Weis- 
burg and F. H. Biererstedt. R. E. Irish, 
second vice-president Union Mutual Life 
of Maine, was the honored guest. 
ee a 

Lexington, Ky.—John Ford spoke of 
the benefits to be derived through the 
association and J. N. Wigginton sub- 
mitted the legislative’s committee report. 
T. A. Hogan, vice-president, presided in 
the absence of C. M. Rankin, president. 
The July and August meetings will be 
picnic meetings. 





* * * 


Corpus Christi, Tex.—DeWitt McGee is 
the new president of the Corpus Christi 
association. Henry Coutret is vice- 
president; Rex Parker, secretary. New 
members of the executive committee are 
E. H. Green and I. M. Alexander. 

* *K * 
Peninsula, Newport News, Va.—The 
association has been incorporated with 
W. P. Richardson as president. Mem- 
bership includes agents of Hampton and 
other neighboring communities as well 
as Newport News. 

* * x 
Omaha—The biggest job facing life 
insurance salesmen today is to get pros- 
pects to “budget affairs” so they can af- 
ford to carry the amount of life insur- 
ance they know they should carry, Dr. 


told the Omaha association at its sales 
congress. The congress was _ presided 
over by President Dave Noble. Dr. 
Rockwell gave practical suggestions on 
how to solve the average man’s prob- 
lem. He said life insurance “is the only 
institution that has functioned normally 
throughout the depression.” 
* OK O* 

Montreal—‘‘The public should shift its 
point of view and regard life insurance 
in terms of benefits rather than in terms 
of sacrifice,” G. H. Harris, supervisor of 
field service Sun Life of Canada, de- 
clared. He said the total life insurance 
in «force in Canada is _ $6,200 000,000, 
and as a result of this amount the Cana- 
dian population is the most highly in- 
sured in the world, with but the single 
exception of the United States. 
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SALES IDEAS AND SUGGESTIONS 








First Part of C. L. U. Examination 
Questions Covering Fundamentals 
of Life Insurance Is Presented 


Part I (Life Insurance Funda- 
mentals) of the C. L. U. examination 
questions for the quiz just concluded 
this month, is presented below. Other 
parts will be presented in succeeding 
issues, 


Life Insurance Fundamentals 
(a) ECONOMICS OF LIFE INSURANCE 


1. The 1934 income tax law provides 
that: “Amounts received as an annuity 
contract shall be included in gross in- 
come; except that there shall be ex- 
cluded from gross income the excess of 
the amount received in the taxable year 
over an amount equal to 3 per centum 
of the aggregate premiums or considera- 
tion paid for such annuity (whether or 
not paid during such year), until the ag- 
gregate amount excluded from gross in- 
come under this title or prior income 
tax laws in respect of such annuity 
equals the aggregate premiums or con- 
sideration paid.” 

(a) Do you regard the return from 
annuities as income? Discuss. 

(b) From the standpoint of the eco- 
nomic nature of annuities, do you re- 
gard the aforementioned tax as just to 
the individual annuitant? Explain. 

* 


2. “A” is the sole owner of a success- 
ful manufacturing business. He has al- 
ready borrowed short-term funds to the 
full extent that the bankers are willing 
to grant in view of the available tangible 





Vested Renewals— 








The Columbus Mutual 
OFFERS 


Firss—LOW COST INSURANCE TO SELL. 
Second—LIBERAL COMMISSIONS FOR SELLING IT. 


(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 
No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 


assets. He feels, however, that he must 
have an additional $200,000 of credit in 
the form of 20-year bonds, in view of 
good prospects for expansion, but finds 
that private bankers are hesitating be- 
cause of a feeling that the bonds would 
be difficult to sell, as well as doubtful 
to offer, to their clients in view of the 
indebtedness already outstanding. Pre- 
sent fully a life insurance program de- 
signed to make the proposed bond issue 
attractive to bankers and their clients 
as a dependable 20-year investment. 


Dependent Family Problem 
Basis of One Question 


3. A prospect, with a dependent fam- 
ily consisting of wife and three children, 
is capable of saving $600 a year. In en- 
deavoring to strike a judicious balance 
in a program of practical living as be- 
tween the present and the future, he fol- 
lowed the plan of paying annually $300 
for whole life insurance and investing 
the other $300 in investments of one 
kind or another. During the recent de- 
pression he incurred a substantial loss 
on the investments in which he had 
placed $300 annually. Moreover, he has 


the feeling that he has also lost in the 
dollar value of his life insurance because 
of the deyaluation of the gold content 
of the dollar by nearly 41 percent, and 
that there might in later years possibly 
be another 


devaluation. When ap- 













proached for life insurance he, therefore, 
takes the position that he does not care 
to increase his life insurance; in fact 
that it would be better, in view of past 
experience, “to spend the annual sur- 
plus of $300 and get some enjoyment 
out of it.” As a matter of future policy 
for this prospect, present the reasons 
which you regard most effective in con- 
vincing him that he should devote the 
remaining $300 of surplus to the pur- 
chase of life insurance. 


* * * 


4. “A’s” insurance has a cash surren- 


should favor close corporation insurance 
for himself and his heirs. 

1. “A” is 30 years old and has a wife 
and two children (5 and 10 years of age 
respectively) to support. He is in or- 
dinary circumstances only, having a sal- 
ary of $3,000, a small paid-for home but 
no other property of account, and no 
further prospect for a substantial in- 
crease in salary. His chief concern is 
threefold, namely (1) to protect his 
family against his premature death un- 
til his children reach the age of self- 
sufficiency, say age 21, (2) to protect his 


der and loan value of $20,000. He feels | wife reasonably well following the at- 
he must borrow the money and is | tained self-sufficiency of the children, 
charged 6 percent interest. He takes | and (3) to accumulate a decent compe- 


the position that it had always been ex- 
plained to him that “the money belongs 
to you anyway,” and therefore does not 
see the justice of being required to 
pay 6 percent interest. 

(a) With respect to that ownership, 
outline in detail the services and prom- 
ised obligations of the insurance com- 
pany. 

(c) From an economic standpoint is 
the insurance company justified in 
charging 6 percent interest? Defend or 
oppose the practice, from an economic 
standpoint, giving your reasons. 

OK O* 


5. “A,” “B,” and “C“ are stockholders 
in a close corporation, owning respec- 
tively 45 percent, 35 percent and 20 of 
the stock. They have decided to protect 
their own interests in this corporation 
for the benefit of their respective heirs, 
as well as for the benefit of the surviv- 
ing stockholders, through life insurance. 
Taking “A” for illustrative purposes, 
present all the economic reasons why he 





tency for himself and wife by the time 
his retirement age of 65 is reached, 
when premium payments are regarded 
difficult because of anticipated cessation 
of income. What in your opinion, tak- 
ing into account the limited finances of 
this prospect, would be the best insur- 
ance program for “A?” Explain suffi- 
ciently to make your meaning entirely 
clear. 

2. “A” represents a stock company 
writing only non-participating business, 
and “BB” a mutual company. Both are 
soliciting “C,” and assumption is that, 
with the exception of the premium 
charge, the policy contracts in both 
companies are of the same type (ordi- 
nary life) and are on the same mathe- 
matical basis. “A” emphasizes the 
lower initial premium charge by his 
company, and its certainty. “B” con- 
tends that the lower cost of the stock 
company during the early years will be 
overcome in later years by the dividend 
distribution of the mutual company. 

(a) Assuming that “C”’ is interested 








TWENTY-NINTH ANNUAL STATEMENT 


American National Insurance Company 
Is Conclusive Evidence of Its Remarkable Stability and Growth 


W. L. Moody, Jr., President 
Shearn Moody, Vice-President 


W. J. Shaw, Secretary 
E. L. Roberts, Vice-President 
(In Charge Ordinary Agencies) 


FINANCIAL STATEMENT, DECEMBER 31, 1933 


ASSETS 
Cash and Government Securities: 
CMAN ih le neds idet dbeted kiwenks vin $2,065,732.32 
U. S.. Government Securities.............. 3,051,832.43 $ 5,117,564.75 
ee LE et ee er ene 1,067,494.46 


State, Municipal, Public Utilities, Industrial and Miscellaneous 


ich Atte SIONS aca Se bela wane ocd sacsacdes <eaden 10,706, 196.33 
Menara CONN oi 6 acs fru os ode och ddan den'degs sanasancese 15,452,014.45 
CONMNOIGN NOY aga a en cnin ce Cen aed aeawanewenes 1,033,645.00 


Policy Loans and Premium Notes..... 


6,451,197.13 


Real Estate, including Home Office Building................ 6,514,589.00 
Raab Estate Contract oF Sal@Gecs << ccc cs oc csccccgecadcese 1,719,874.38 
Wrifeifaat Pier anch ECHURCN SS os oes cass aceweessacuan sande 987,388.25 
Deferred and Uncollected Premiums..............2eeee00 1,037,907.58 
I CII 2 os wo in 5 boda ns anccigaseasasasasa 243,769.62 


$50,331 ,640.95 


LIABILITIES 


Net Reserve {American Experience Table, 3 and 3!/%).... 


$39, 142,071.10 






Reward determined not by chance, by guess, 
or by favoritism, but by results— 

The larger the production, the higher the rate 
of compensation— 








You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 





THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 






Reserve for Death Losses and Maturities in Process of Adjust- 


WOM Se aed cdins'nc Chadae «64 4a Gaediecdaucdenddeee 386,603.81 
Rasasien: lame Vannes «oo... Berea xo oki suc rncevaseadacaxe 185,576.93 
Nitepalancees Lindintieere>. « 0cot~ 54000 uo cece cdenancen«s 828,520.21 
CARON ROON <5 5c da tema« + ddee ss idecaeseas $2,000,000.00 
Reiuestiiett ROGGSUO. 5... Poae des coe cele ceudenes's 2,250,000.00 
pn CER LOO OOOO CEE mee PE Ene 5,538,868.90 
Surplus Security to Policyholders.: 22... ccssececveccecevees 9,788,868.90 

TOT CI AGIET lr 6 vs oe bi cai ieee ese $50,331 ,640.95 

Rile lnteedee It - FORO re rer rere deere vevewusewevoweneses $486,962,452.00 
cic tii i rt EEN oa oo dade nc caduacesacacseceuace 1,200,000.00 
Paid Policyholders since Organization................eee008 60,388,959.32 

Gains Registered in 1933 

Neier as CORO iad cg 5 ar 03 6 sh ccecctcnvccccces 4,207,856.00 

VS A BS OS eS Se eee 884,140.06 
263,112.13 


OVER ONE AND ONE-HALF MILLION POLICYHOLDERS 
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in the cost question raised by both 
solicitors, what facts should “A” and 
“B” present to make the cost com- 
parison adequate and fair as between 
their two companies? 

(b) What other factors should be 
taken into consideration by “C” in 
reaching a decision as to the policy 
which he should purchase? 

3. Explain the usual provisions ap- 
pearing in a life insurance policy which 
pertain to each of the following: 

(a) The right of the life insurance 
company to cancel the contract. 

(b) Protection of the insurer in the 
event of an understatement of age by 
the insured. 

(c) Protection of the insurer in the 
event of suicide by the insured. 

(d) Assignment of the contract. 


Comparative Benefits 
of Trust Arrangement 


4. “A” is insured for $150,000, under 
two policies of $75,000 each, made pay- 
able to his wife and containing the usual 
settlement options. With respect to the 
proceeds of this insurance “A” is 
anxious (a) to permit the principal to 
be reduced to meet the costs of a col- 
legiate education for his two sons, aged 
10 and 15 respectively, (b) to allow his 
wife to reduce the principal annually to 
a reasonable degree to meet unforeseen 
emergency demands, and (c) to give his 
wife a life income, but without the 
right to liquidate any part of the prin- 
cipal through the medium of contin- 
uous installment options, until the 
youngest child shall have reached age 
25. “A” also wishes to leave the pro- 
ceeds under the administration of the 
insurance company, rather than to en- 
trust the same to a trust company, but 
is advised that his desires cannot be 
realized with proper flexibility unless 
the administration of a substantial por- 
tion of the insurance proceeds is en- 
trusted to a trust company.. Do you 
agree with this contention, and if so 
why? Or, can ‘‘A’s” desires be accom- 
plished by leaving all of the insurance 
proceeds under insurance company ad- 
ministration, and if so how? Discuss 


fully. 
* *K x 


5. (a) The teaching staffs in many 
American universities and colleges were 
advised some years ago that long-term 
endowment insurance was poorly de- 
signed to take care of their needs with 
respect to insurance protection and old 
age support. Instead, there was recom- 
mended a twofold plan, consisting of 
two contracts, namely (1) pure term 
insurance for a period equal to the 
number of years between the attained 
age and the retirement age of 65, and 
(2) a deferred annuity, paid for with 
annual level premiums beginning with 
the attained age and with the annuity 
benefits deferred until age 65, i. e., until 
the termination of the term insurance 
contract. Do you agree with this ad- 
vice? Discuss. 

(b) From the following data show 
how you would calculate the net single 
premium of a deferred annuity, paid for 
at age 60, with the annuity payments to 
commence at age 70 at the rate of $1,000 
per year. 

(In view of the limited time available, 
it is not desired that you make your 
multiplications, additions and divisions. 
Merely indicate all answers by letters 





beginning with “A” and then follow 
continuously with “B,’ “C,”’ ete. In 
your explanation show the method of 
computation for only the first three 
years and the last three years. The 
problem aims to ascertain the correct- 
ness of procedure and not actual re- 
sults.) 


California Department Has 
Control of Mutual Outfits 


Superior Judge Smith at Los Angeles 
has denied to six mutual life associations 
an injunction restraining Commissioner 
Mitchell from enforcing his demand that 
such concerns comply with the Cali- 
fornia insurance laws. These associations 
contended they were selling noor man’s 
‘insurance and therefore the commis- 
sioner did not have authority over them. 
The judge remarked that the poor man 
is entitled to just as much protection 
over his insurance as the rich man. Los 
Angeles is a hotbed of these concerns. 

The National Security Life and Sterl- 
ing Security Life associations were 
among those seeking the injunction. The 
officers of these concerns are now under 
federal indictment, charged with using 
the mails to defraud. The other con- 
cerns which sought the injunction were 
the American Life, Inter-State Life, 
Economic Mutual Life, Catholic Mutual 
Life, Pershing Mutual Life and Union 
National Life. 


Reitter Elected President 
of Detroit Actuaries Club 








R. F. Reitter, secretary-actuary of the 
Gleaners, was elected president of the 
Detroit Actuarial Club at the annual 
meeting, succeeding A. T. Lehman, ac- 
tuary Detroit Life. Mr. Reitter was one 
of the founders of the club in 1931, serv- 
ing as program chairman the first year, 
secretary in 1932 and vice-president in 
1933. 

W. O. Menge, professor of mathe- 
matics University of Michigan and head 
of the actuarial school. was elected vice- 
president, succeeding Mr. Reitter, and 
Lauren Schleh, assistant actuary De- 
troit Life, secretary in place of R. E. 
Morris, assistant actuary Maccabees. 
The latter becomes treasurer succeeding 
J. E. Reault, actuary Michigan depart- 
ment. 


Franklin Life Drive Results 


The F. J. Budinger general agency 
of the Franklin Life in Chicago led all 
the company’s agencies in its 50th anni- 
versary jubilee campaign conducted May 
15-June 16, with $316,598 business on a 
quota of $225,000. Total production for 
all agencies in the period was $4,076,478. 
There were 13 agencies which filled 
their quotas. Illinois on a quota of $1,- 
000,000 sent in $1,026,346. The western 
division on a $450,000 quota sent $643,- 
343; southeastern division, $450,000 
quota and $606,390 production; northern 
division, $500,000 quota, $461,152 pro- 
duction; eastern division, $355,000 quota, 
$363,350; Missouri $400,000 quota, $496,- 
000; southwest, $550,000 quota, $659,897. 
Mr. Budinger’s personal quota was 
$20,000 and he produced $54,008, leading 
his agency. 

The Franklin will hold a golden anni- 
versary convention July 23-25. 
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eene ee EXPERIENCED © §t, Louis Mutual Life Ins. Co. 


Representatives desired in MISSOURI, ILLINOIS AND KANSAS TERRITORY 


Over Three-Quarters of a Century of Successful Underwriting 
Our Guarantee for the Future 


St. Louis, Missouri 






























TWICE GRANTED—BUT—AND 


ne GRANTED there are larger hotels— 
t- 
e- GRANTED there are more preten- 
tious hotels— 
BUT we will not grant that any 
+S other hotel will serve you with a 
more friendly spirit; nor extend a 
2s more cordial welcome; nor provide 
1S cleaner, more comfortable rooms; 
oe nor serve better food. 
: The policy at Hotel La Salle is to 
“ win your friendship—and keep it! 
's We know you will feel at home with 
“ us—happy and comfortable. You 


will like us for our consideration of 
your wants. 


AND you'll like our rates, too! 
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IN PHILADELPHIA 


In the Heart of Things 






Here one may live graciously, yet inexpensively .. . 
where modern luxuries combine with friendly hospi- 
tality to assure an enjoyable visit. 


You may properly expect precise, thoughtful service 
... and acuisine that is one of the enduring traditions 
of this world-famous hotel. 


ooo BELLEVUE 
General Manager 






































—a Courageous and “‘Different’’ Book 


99 
® head by Victor F. Petrric 
Million Dollar Producer 


& heart 1930, 1931, 1932 
e heels” 


Here is a fascinating story of one man’s journey in life insur- 
ance, that takes you step by step, from his first day with the rate 
book, right through his life insurance career, on up to Million 
Dollar Production. It presents the author’s philosophy and meth- 
ods of life underwriting which have gotten results through good 
times and bad. 


“Vic” Pettric’s sales record is remarkable. Starting in rural 
Wisconsin, he wrote $403,000 the first year. He has sold both 
“par” and “non-par” life insurance; represented large and small 
companies; solicited in rural, small town and large city with equal 
success. He has maintained weekly production for the last 5 
years. He successfully built a 22 man agency from “scratch” 
in two years while continuing personal production. He averages 
over 200 applications a year. In May, 1931, “Call to Arms,” 
personally wrote 29 cases for $305,000. 
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“Ealfills a distinct need 


® says Dr. S. S. Huebner 
Dean, College of Life Underwriters 


of the book 


THE LIBERALIZATION 


OF THE 


LIFE INSURANCE CONTRACT 


By George L. Amrhein, Ph. D., C. L. U. 


[nstructor in Insurance, University of Penna. 

















A comprehensive and authoritative study of the development of 
the policy contract, which discusses 


(1) the writing of the policy, (2) restrictions, (3) termination, (4 
rights of the beneficiary, and (5) clauses affording additiona 
@B protection. a7 
Dr. Huebner further praises this  £. Paul Huttinger, Manager of Train- 
book: ing of the Penn Mutual, says: 
“Dr. Amrhein's book fulfills a distinct need ", . . the most painstaking and best re- 


search on an insurance subject which has 


to all who are intimately associated with é , 
appeared in many years. The book evi- 


life insurance as field representatives or dense fae ergenteaiion of the abies 
teachers, or who may be serving in @ man- matter, excellent scholarship, and painstak- 
agerial or executive capacity.” ing investigation.” 

Price $4.00 
370 Pages Index Appendix 
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420 East Fourth Street Cincinnati, Ohio 























elief worr™ 
that pays 


DIVIDENDS 


Every life insurance company today has policyholders who need help 





policyholders who have borrowed the limit 
. .. policyholders whose policies have lapsed 
.. . policyholders who, for one reason or another, should have their 
policies rewritten. 
% That is the work done—on a national scale—by a trained 
force of representatives—by the American Conservation Company. For 


details write us today. 





AMERICAN CONSERVATION COMPANY «x LIFE INSURANCE SERVICE 


307 NORTH MICHIGAN AVENUE, CHICAGO * HERBERT G. SHIMP, PRESIDENT 









































